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AFTER SUCCESS? 

A list of casualties will emerge in due time, 
butalready stories of suffering sales— from 
Marvel on down — are circulating among 
industry insiders, and widespread 
cancellations from publishers large and small 
are well on the way. 

Odd things happen when panic sets in, 
such as orders for material obviously in 
demand being inexplicably reduced by 
retailers in response to over-extended orders 
in other areas. For example, during that 
long-ago Black September, we actually 
received reduced orders for what should 
logically have been (up to that time) our 
best-selling issue ever —-COMICS INTER. 
VIEW #6, spotlighting the never-to-be-seen 
George Perez JUA/AVENGERS crossover 
that had just been killed. That issue went on 
to provemeright by becoming one ofourall- 
time best sellers, going through two more 
printings asa Special Edition and, ultimately, 
yet another edition as the lead feature in our 
COMICS INTERVIEW COSMICCROSS- 
OVERS SUPER SPECIAL. 

The demand was there — the retailer 
orders weren’t. 

I guess this is what has never made sense 
about retailer ordering patterns. When there 
are lots of hot new releases retailers often 
cut their orders on regular long-standing 
titles to buy more of what’s “hot” thatmonth. 
But in so doing, they lose the steady, month- 
after-month sales built up over years by 
established publications such as COMICS 
INTERVIEW. Sales that are the bread and 
butter of the industry. 

So ifyourretailer isn’t carrying enough of 
INTERVIEW — orany other comic youlike 
—let him know, loudly. Better yet, support 
the stuff you like and be certain to get every 
issue by subscribing. As I’ve always said, it 
isn’t the over-hyped, wildly-speculated 
massive sellers that are tomorrow’s valuable 
collector’s items, it’s limited-circulation stuff 
such as COMICS INTERVIEW, often 
featuring covers and original art by the best 
in the business, unavailable anywhere else 
at any price. 

COMICS INTERVIEW gives you your 
money’s worth where it really counts, in 
breadth, substance and content. 

Accept no substitutes — and no excuses 
from your retailer or distributor. 
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EDITORIAL: 
UP FRONT 


arap with dak 
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SPOTLIGHT: 
COMICS IN CRISIS! 
the big collapse in direct sales 
comics, as examined from another 
angle by battle-scarred contrarians 
who refuse to knuckle under to the 
self-serving “common wisdom” of 
the status quo — you won’t see this 
in your distributor’s mag-a-log! 

The commentators: 


TODD McFARLANE 
publisher, creator and retailer all rolled 
into one 

RHYAN SCORPIO-RHYS 
independent small publisher of visual 
assault comics 

DOUG WHEELER 
mainstream and cutting edge writer, 
from swamp thing fo negative burn 
BRIAN MURRAY 

once and future retailer 

from the very pinnacle of the field to 
the front lines, an array of parties | 


affected by newly-dictated distribu- 


tion policies that may prove the 
death of direct-sales comics 


(4) 


LETTERS: 
THE LAST WORD 


you tell it like itis... 


ee ee 
“They made a panic call... without thinking 


ast Christmastime as the latest 
Qi of the comics industry's 

cyclical busts was gathering 
steam (I've heard it called the Specu- 
lator Bust and the Gimmick Bust and the 
Big Bloody Bust and a few other things 
—please, someone let me know when we 
reach a consensus), I took a look 
around, took stock of the situation. At 
that time we knew certain publishers 
would be closing down, and some re- 
tailers had already gone under and 
others had their going-out-of-business 
sales under way — this after a steady 
deflationary trend had been underway 
for months, in a season which any other 
year would have engendered at least a 
temporary rebound. It didn't look good; 
it didn't look like it would level off for 
some time. And at that time my hope was 
that whenever it finally played out it 
wouldn't have claimed too many 
casualties, that Dark Horse wouldn't 
have a tombstone next to Pacific, that 
Capital City wouldn't have a tombstone 
next to Glenwood, that the presses at 
Ronald’s wouldn't be silently gathering 
dust. 


Then in the wee hours New Year's Day 
morning my wife woke me from a deep 
winter's sleep to let me know she had 
gone into labor, and my attention was 
pretty much diverted away from comics 
from that moment. Oh, I kept tabs on a 


few things, checked the rumor mill from 
time to time, mourned the loss of Jack 
Kirby, the loss of Jim (I.M. Maple) 
Burke, and the loss of Don Thompson; 
but basically I had home and hearth 
needing my immediate attention, and as 
I write this it’s been less than two weeks 
since I popped my head up to take 
another look around. My goodness, what 
the industry has been up to! 

Then, a week ago as I write, David 
Anthony Kraft calls, and he really goes 
a bit far stroking my ego that I can pull 
something like this off, but hey, it 
sounded like an interesting challenge, so 
I took the assignment. It was only later 
that I realized what I might be able to do 
with it. 

The comics industry stands, now, at a 
crossroads. The decisions made through 
the end of this year, the policies enacted 
and the practices put into effect, could 
well determine the course comics take 
for the next 20 years. We have a viable 
market that can weather any storm pro- 
vided it doesn’t destroy itself, which it is 
entirely capable of doing. It is an 
hourglass structure with the creative 
community on one end, followed by the 
publishers, then distribution in the thin 
center, followed by retailers, to finally 
the fans on their end. The sand of 
product flows one way through the 
hourglass; the sand of revenue flows the 
other way. And guess what — the 
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hourglass is not the big picture; it’s only 
a part of the big picture. 

And the ones who actually care about 
the big picture are those of us in that 
hourglass. 

And it is practically impossible to see 
the big picture when you are part of it. 

And what we need right now, more 
than ever before, is to take in the big 
picture and see what it shows us. 

Here, in the following pages, we havea 
cross-section of guys from various 
points in the hourglass —a handful of us 
just trying to scratch the surface of the 
big picture. The big picture is not going 
to come from us; we are just five guys 
shooting off our mouths. The big picture 
is all of us combined, all of us in that 
hourglass, and the best each of us indivi- 
dually can do to bring the big picture 
into focus is throw our perspectives into 
the mix. 

COMMUNICATE, DAMMIT!!! 

Share your views, your ideas about 
what should be done and how it should 
be done. Write to COMICS INTERVIEW 
about your thoughts. Write to CBG and 
COMICS JOURNAL and DARK HORSE 
PRESENTS and Capital City and 
Diamond Distribution and Rip Off Press 
and Marvel and DC and Image and to 
whoever, to everyone, and talk with your 
retailer and your friends and even your 
enemies. 

Let's get to work... 


improbable impact TM & ©1994 Rhyan Scorpio-Rhys/Visual Assault Press. 
art ©1993 Mike Hoffman. Classics Desecrated TM & ©1993 Doug Wheeler, 


Visual Assault Omnibus, Stephenwolfe, Lord Bell, Mindset, Loam, Maseo, Nixa! and 
/ Alan Dean Foster's MIDWORLD, characters & concepts TM & ©1994 Thranx, Inc.; 


of some of the further ramifications?’ 


Kim Hagen & Steve Smith, respectively. Artfor all other characters TM Doug Wheeler and ©1994 by Bill Jaaska, P: Craig Russell and respective artists. 
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CRISIS! 


DARREL L. BOATZ: What we have set 
up here is a kind of comics-industry 
round-table discussion. Right now, we 
have three representatives from various 
aspects of the industry, and we're 
supposed to be joined by a fourth. So, 
let’s go around and_ introduce 
yourselves. From the creative side, go 
ahead, Doug. 

DOUG WHEELER: I’m Doug 
Wheeler. I used to write SWAMP 
THING for a couple of years. I’m 
currently working on “Classics Dese- 
crated,” which is in NEGATIVE BURN 
every month, and I’m working on some 
graphic novels for NBM, fairy-tale 
graphic novels. 

DARREL: And on the publishing side? 
RHYAN SCORPIO-RHYS: Rhyan 
Scorpio-Rhys, Visual Assault Comics 
Press. I’m the president/owner. We cur- 
rently put out an anthology black-and- 
white book called VISUAL ASSAULT 
OMNIBUS, which used to run bimonthly 
but it’s now running quarterly because 
we've increased the size of it from 32 
pages to 64. 

DARREL: And coming in for retail?; 
BRIAN MORRIS: I'm Brian Morris. 
For the last couple of years my wife, 
Carol, and I have had a comic-book 
operation called C-B Comics Plus. We 
mostly do conventions and shows and flea 
markets and such, traveling every week in 
an area from Indianapolis, Indiana, to 


Peoria, Illinois. We are also advisors to 
the OVERSTREET COMIC-BOOK 
MONTHLY, and we have in the past 
written and published and drawn and 
whatevered small-press comics that did 
get national distribution throughout 
North America — so I am sympathetic to 
all levels of the comics industry. 
DARREL: Okay. To kick things off: Ina 
letter to publishers dated January 6, 
1994, Capital City Distribution an- 
nounced some new policies — among 
them a cancellation fine of $500 and a 
resolicitation fee of $750. 

DOUG: Correct, although that’s only 
$250 in addition to the cancellation fee; 
it’s not $1250 altogether. (Phone beeps.) 
DARREL: Hello? 

TODD McFARLANE: Hello, this is 
Todd McFarlane, publisher, writer, 
artist and all-around troublemaker. 
(Laughter.) 

BRIAN: I thought that was our job. 
TODD: No, that’s my job. (Laughter.) 
DARREL: We were just getting started 
with the January letter from Capital that 
announced the cancellation fine and the 
resolicitation fee. Then they backed offa 
bit in a March 15 letter announcing 
slightly different policies but main- 
taining the fine and fee as previously 
announced. Does anybody not have a 
problem with this? 

TODD: I think we've all got a problem 
with it. 
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RHYAN: Plenty of problems. 

TODD: We all have a problem with it 
from the big guy to the little guy — by 
“little guy” I mean the small publishers, 
and I think they should be more angry 
than I am. We’re getting into a thing 
where behind closed doors, might makes 
right — you know what I mean. In my 
position I’m able to fight certain battles, 
argue for certain things, and I can get 
away with a lot more things, because 
ultimately I can basically do to them what 
they do to us. But I know that through 
history, they’ve muscled the other way 
with the small-press guys, who can’t 
afford not to have what distribution from 
Diamond or Capital that they have. They 
end up getting the short end of the stick. 
DOUG: Well, the major objection I have 
with this is that the $500 fee is way too 
much for the small press. The small 
publishers — a lot of their books do not 
make a profit of $500, and a lot of the 
books they solicit won’t get retailer 
support. Say you solicit a book and it only 
gets orders of 200 copies from all 
distributors combined. Well, obviously if 
you try to publish that book you’re going 
to lose money doing so, and you’re going 
to anger your printer because now you 
owe the printer money. So, you should be 
able — and we were able prior to these 
new rules — to simply cancel it and say 
there weren't enough orders. Now we're 
going to be hit with this $500 fee, one 


“$500 fee: You should be able to simply 


= 


cancellation can eat up the profit from ; 


four other books and maybe even put us in 
the hole. 

I can understand their having to do 
something to rein in a lot of this lateness, 
but there’s two different types of can- 
cellations: there’s the cancellation where 
you didn’t get enough orders; it’s not 
profitable so you just cancel it. And 
there’s the cancellation because you 
didn’t have the book ready when you said 
you would. That is the fault of the pub- 
lishers and/or the creators, and I think 
that should be penalized in some fashion. 
But it should be equalized, because $500 


to Image Comics or Marvel Comics or 
DC Comics is not the same as $500 to 
Fantagraphics or Rip Off Press. It would 
be much more fair if they would simply, 
say, charge a couple cents per copy that 
they ordered, then if you had 200 copies 
ordered it’s barely anything, but if you 
had 100,000 copies ordered it’s going to 
add up to something. That's what is 
needed to punish the people who are 
really hurting the retailers. 

RHYAN: I definitely agree. I believe in 
the letter you wrote that was published in 
the March 18 CBG, you gave a fee like a 
nickel a book? 


“Might makes right, you 
know what I mean?’ 
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DOUG: I didn’t give any specific 
amount. 

RHYAN: Then it must have been 
someone else; it’s all run together in my 
head. But a small fee for late-shipping 
products, I don’t have a problem with that 
because publishers should be responsible 
for their product, make sure that it ships 
as solicited. Within reason, of course; 
you have acts of God or theft or low 
orders, things like that. 

The thing that really upset me was the 
Capital City letter came right after 
Diamond had sent a letter stating that the 
grace period had dropped from 90 days to 
60 days, and no more than a few days 
later another letter was sent saying that it 
dropped from 60 to 30, and then Capital 
City comes out with this letter with the 
$500 cancellation fee, $750 resolicitation 
fee — what really bothers me is the fact 
that no small-press publisher that I know 
was notified of this fee schedule before it 
was implemented. Capital City didn’t 
even bother to ask our opinions on the 
fees. And I really don’t feel that these fees 
are going to do a hell of a whole lot of 
good in turning around the attitudes of the 
publishers who are most at fault. 
BRIAN: I don’t know. I would say that 
the fines might get rid of the guys who 
basically are in this for a lark, let's say, , 
who are publishing on their allowances 
and aren’t really as serious about putting 
out quality work, and don’t have their act 
together as much as the larger companies 
like DC and Marvel and Image. While 
I’m not against the small press at all, 
having been in it, I still think something 
ought to be done to keep the people out 
who aren’t serious about it, who don’t 
have their act together. Leave the people 
who do want to publish in a timely 
manner; the retailers and the fans want 
product on a timely basis. The fines, 
however arbitrary they might be, on the 
whole in time I think they might prove to 
be a good thing. 

DOUG: The way you phrased that — 
people publishing as a lark on a 
shoestring budget —I think equivocating 
how much money they have with how 
serious they are is a mistake. You could 
have a lot of money and not be very 
serious about it, or you could have hardly 
any money at all and be very serious 
about it, and be very good. BONE and 
CEREBUS and ELFQUEST all started 
on shoestring budgets. You can’t say that 
those people were never serious about it. 
And all those and a number of other books 
started out with very low orders, and 
some of them still have pretty low orders. 
BRIAN: I agree with you. I agree that if 
this policy had been set up 15 years ago 


cancel if there weren’t enough orders:’ 


we might not have an ELFQUEST or a 
CEREBUS or a BONE right now — and 
it’s a darned good thing that we do have 
those books. But I’ve seen a lot of 
publishers, and I’ve talked to a lot of 
people who would be publishers, and they 
think all they have to do is put out a comic 
and then rake in all these millions of 
dollars and sell the movie rights. But the 
fact is this is a tough market, and maybe 
I’m just looking at it as a kind of 
Darwinism effect that the fittest will 
survive this. I also see that since the 
policies on returns and fines and such 
have changed in a brief time, I expect that 
they’ll get tweaked a little more and 
maybe they'll become more lenient. 
TODD: My understanding is they are 
going to do it on a book-by-book basis, 
which again I don’t even know if that’s 
fair, because again the might-makes-right 
comes into it. 

DOUG: It is unfair. 

TODD: The whole problem that we’re 
discussing, unfortunately, is a pure and 
simple business decision by the distri- 
butors, and we just happen to be some of 
the cannon fodder for it. You’ve got a 
distributor that’s losing 20 accounts a 
week — and he can’t afford to lose 20 
accounts a week — because his retail 
accounts were speculating on books last 
year at a heavy rate, and are getting books 
late that they can’t pay for. They started 
not paying their bills and —I don’t know 
how familiar you guys are with the 
distributors — but the distributors float 
credit to their accounts, but because of 
what was happening they started taking 
money in advance from these retail 
accounts. And then the retail accounts 
weren’t selling enough books, so they can 
either shut them down — and that’s not 
good for business for a distributor — or 
they can somehow try and get these guys 
to live. The way to get them to live is to 
tweak some of these rules. 

Unfortunately, they tweaked some of 
these things without thinking of some of 
the further ramifications of what it was 
that they did. In a panic state they said, 
“We're losing accounts, we’re losing 
shops, we’re losing money, we've got to 
come up with something, why is this 
happening?” The answer they came up 
with was late books and pointing the 
finger at Image Comics. Now, I would 
like to think that we have that much 
power that we can destroy this industry, 
but we don’t! They made a panic call. I 
can give youa list of 25 reasons why there 
are problems, one of which is late books, 
and Image Comics was at fault. But to 
come up with one policy that you think is 
going to pass a wand over something and 


send a message to Image Comics, you 
haven’t thought about the small-press 
guys; you haven’t thought about the 
speculators; you haven’t thought about 
the overhype that was put out; you 
haven’t thought about gimmick covers 
and overpricing. 

A lot of us were at fault last year. To just 
think you can do this then the marketplace 
will rebound, I think is kind of an easy 
out. But unfortunately, from the distri- 


butors’ point of view they were losing 
cash at a rapid rate and they needed to 
basically plug it someplace. They felt that 
plugging it this way would give some 
security to some of their accounts, that 
even if they over-ordered and don’t know 
what they’re doing and even if the books 
are late they can still get some of their 
cash back. ’ 

About the small publishers, on some 
level I’ve thought about coming up with 


“The small publishers should 
be more angry.’ 


BWERL YN. 


2 QUEST FORTHE FLEMENTALS: |] 2a 


comics 7 __ interview 


Doug Wheeler 
Mike Hoffman 


“There’d be clout if Dave Sim, Dave Kraft, 
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Why in this time of glut will Visual Assault Comics be worth anyone’s while? “Quality storytelling. Sequential art. 
Actual dialogue! You know, the way a comic used to be.” Visual Assault is an independent publisher that serves as a 
new-talent showcase where creators produce work, learn the ropes, get paid and “have fun!” Artwork here and on 
following pages is from VISUAL ASSAULT OMNIBUS. 
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Wendy Pini & everybody threw in together’ 


ap umbrella... I mean, I don’t even know ‘ 

hat it could be, kind of a phanto: 
cone cat cabrah pees The small press needs to 
get under this umbrella so they could have 


tesine migivesaconpeny keine | Dand together. It’s not just 


Comics. You know what I mean? So that 
when we go in to argue about getting the h 
Doone sl lg see those psychos at Image 
priority shipping, we get this and we get 99 
that, that we’re speaking for the creative 'y 
community — not Image itself but that an more. 
somehow there would be a committee . . . 
The one thing that the small guy doesn’t | Stephenwolfe. Art by Carlos Cortes, from VISUAL ASSAULT { 
have is the clout, but there would be clout Uy OMNIBUS. 
if Dave Sim and Dave Kraft and Wendy 
Pini and everybody else all basically 
threw in together. First off this is 300 
titles, because we have for lack of a better 
word unionized ourselves, so now we can 
say what we want for this creative 
conglomerate — so that it makes us as 
good as Marvel and DC. 
So, now we’re a creative conglomerate, 
we want the same benefits that they get — 
and I guess the same punitive damages 
and everything else. But we as a creative 
community are also splintered just as 
much as the retail accounts are splintered. 
I think that the small press guys need to 
band together. Instead of each fighting as 
a single voice we need to fight as one 
larger voice. They'll go, “Gee, it’s not 
just those psychos at Image anymore who 
say they'll pull their books from us.” 
We've had that fight with them plenty of 
times, guys, but if it was Image and 25 
companies, then that’s like 30% of the 
market. 
DARREL: Todd, you recently skipped 
two issues of SPAWN. 
TODD: Yep. 
DARREL: My friend and retailer here 
in Macomb is very pissed off about this. 
TODD: Yep. 
DARREL: He would really like to let 
you know that you're hurting his 
business. 
TODD: I’m not hurting his business. 
SPAWN has been a cash cow for him for 
two years. Todd McFarlane has been a 
cash cow for him for ten years. And last 
year when there was money sitting there 
on the table ready to be taken, Todd 
McFarlane put no gimmick covers out, oy 
Todd McFarlane didn’t raise the price of & Zz, ) 
his book once — as a matter of fact 
increased the quality of his coloring — 
ThddMeFarianeddsoporen,conce | 1 He Small press could get 
paperbacks, no trading cards. I stole no 


money! If you think this was a money | WNGer this umbrella ... have 


thing, this wasn’t a money thing. This was 


wintedsriuos alorucine nd | the Same might as Image-” 


the retailers. The retailers are saying the 
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thing that is wrong with comic books is 


ue | skipped SPAWN #19 & #20...I did it 
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Pencil art for page 16 of SPAWN #19, one of the issues Todd McFarlane skipped past and plans to publish in the 
ea \ \ future. The X’s indicate areas to be inked solid black.“@~> | ~~ E ee 
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to send a message to the distributor’ 


late books, so I came up with a solution to 
give them a book that wasn’t late, and 
some of them are having a problem with 
it. The retailers that are having a problem 
with it are the retailers that are getting a 
little too comfy with the returnability of 
this marketplace. If we want to become a 
returnable industry then we have a whole 
*nother war that we want to start because 
then we've got to scrap all the rules that 
we have right now and we have to start 
from square one. 

We are a nonreturnable business and I 
figured out — instead of giving you two 
books that you could return, that would 
make the following two books returnable, 
and the following two books the easy way 
to solve the problem was to skip two 
issues and give you a book that’s still 
your #1 book, you put it on your shelves 
and it’s gonna sell, and it’s nonreturn- 
able. The dealers told me they want 
nonreturnable books, the distributors told 
me they want nonreturnable books, and 
Todd McFarlane as a publisher wants 
nonreturnable books, so I figured out how 
to do that — and there’s a few people out 
there that are now going, “We don’t want 
the #1 book that we can sell, we want the 
#1 book that we can return.” It makes no 
sense. So, those retailers, fortunately — I 
just got back from the Diamond Seminar 
today where I met 3000 of them — those, 
fortunately, are few and far between. 
DOUG: Where you skipped the two 
issues, did you actually skip any months? 
Did the third issue come out the month 
that the first would have come out? 
TODD: What was the question? 
DOUG: What two issues did you skip? 
TODD: I skipped SPAWN #19 and #20. I 
was right in the middle of doing #19, but I 
go: If I continue to draw #19, which is 
already returnable, then by the time I get 
to #21 it will be returnable. So I’m 
wasting my time unless I decide not to 
solicit for four months. There’s an easy 
solution. Jump to the book that you can 
jump to, go to the month that you soli- 
cited, and put out that book. It was the 
beginning of a story arc. It wasn’t like 
right in the middle of a cliffhanger or 
anything, so I hit the ground running with 
a story arc that new readers could come 
onto after SPAWN/BATMAN. 

DOUG: So, if you skipped #19 and #20, 
did #21 come out at the same time #19 
would have come out? Did #21 come out 
when #19 should have? 

TODD: They were supposed to come out 
like in January or February, something 
like that, #19 and #20; and #21 and #22 
and #23 were supposed to come out... I 
came in under the wire on the 30-day 


\ 


returnable policy, whatever it is, 
Basically, I picked up two months on my 
schedule. 

DOUG: What I was getting at, if #21 
came out when #19 should have come out 
then the retailers have nothing to 
complain about because they got a 
SPAWN book when they should have got 
a SPAWN book. 

DARREL: But — 

DOUG: But on the other hand, if it 
skipped a couple of months then what 
they’re complaining about is if they had 


budgeted toward that issue of SPAWN 
then when that book didn’t come out they 
didn’t earn money off of it, but they could 
have used the money on something else. 
That’s why they would be pissed. If you 
shipped #21 two months early and it came 
out when #19 should have, then they’re 
complaining about nothing. 

DARREL: But — 

TODD: | see what you're saying. Every 
retailer has a different way of ordering 
and how they track stuff, so there’s a lot 
of different scenarios, The guys that are 


“If we become a returnable 
industry we’ve got to scrap 
the rules and start from 
square one?’ 
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°“¥f Todd McFarlane doesn’t pay, how can 
they justify making anybody else pay?” 


most mad probably order in a certain way 
where it makes sense for them to be mad, 
you know what I’m saying. I’ve had 
discussions with them; and given the way 
that they do business, or the way that they 
have defined how they think business 
should be done, they are right. But there’s 
a lot of other guys that do things 
otherwise, so it gets into one of those 
things where half the guys are happy and 
half the guys aren’t. 

But the point, for me, was I didn’t do it 
to hurt anybody; I did it to send a message 
to the distributor: You just closed a loop- 
hole, you changed a policy in panic, and 
you didn’t think it through. SPAWN #19 
is going to be late. I’ll see if they’re going 
to fine me. Better than that, ifthey fine me 
I won’t pay the fine. If Todd McFarlane 
doesn’t pay the fine then how can they 
justify making anybody else pay the fine? 
It might not seem like it, because again I 
don’t go out there and talk to everybody, 
but I use my book as a thing that can help 
fight for some of the smaller press guys, 
because I can get away with a lot more 
shit than a lot of other guys can. I’m 
trying to break down the rules. I’m saying 
if they’re going to change the policies 
they should be aware that there are loop- 
holes that we can drive certain books 
through. There are books that are pretty 
much bulletproof and luckily SPAWN is 
one of those books, so when they put up a 
flare I don’t have to say okay. You want to 
start changing policies, not thinking 
through the ramifications then boom, I’m 
going to send a message back to you, 
here’s a ramification right here. 

Anybody can now be on time if they 
jump ahead, Now if they say, “Todd, you 
can’t do that, we’re going to come up with 
another rule which says you have to 
sequentially put these books out;” then 
they are now opening up the negotiations 
for their contract on a legal basis. They 
now have to open up the whole contract to 
add that one stipulation. If they do that 
then we as the independent press can now 
take back what it is that they took from us. 
If they want to start taking things back 
from us then we can start taking things 
back from them; otherwise then they’ve 
always got the upper hand. They’ve had 
the upper hand on the small guys, and 
luckily I’ve been able to sit back and go: 
Just to show you that you’re not in 
complete control, I’m gonna fuck with 
you on this one. 

RHYAN: My question to you is: What 
happens to those two missing issues? 
How are you going to make that up? 


Pencils by Ted Beargeon. Inks by Daniel Hindes. From VISUAL 
ASSAULT OMNIBUS. 
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TODD: I’ve got them. They’re done! 
RHYAN: Are they currently being 
printed? 

TODD: No, no. The one thing that stifles 


everybody when they argue with me, like 
at Diamond — I’ve got those issues, I’ve 
got the xeroxes, I’ve got 110 pages of 
SPAWN. Because I basically blipped a 


“T’ll see if they fine me. 
Better than that, if they fine 
me I won’t pay.” 
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“If they start taking things back from us, 


projects which publishers have so far passed on as “too different” My purpose in showing this art is both to 
explode the myth that creators are not coming up with good, original ideas (when the truth is that editors and 
publishers do not want original and innovative material), plus the hope that some publisher out there might be 
embarrassed into picking up one of these (fat chance). 
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we can start taking things back from them” 


little bit — and I know there’s angry 
people — I’ve now got a backlog for the 
first time since I started Image Comics, 
110 pages of backlog. I’ve usually got two 
pages. So, to me it’s a big poker game, 
and because of this blip I’m now going to 
be able to deliver a book every 28 days 
for the next 14 months. 

(Shortly after this Rhyan’s line went 
dead and he couldn't dial back in. See 
sidebar elsewhere in this issue where 
Rhyan addresses some of his concerns 
regarding the Capital City policies.) 
DARREL: From the way I'm hearing 
this, #21 came out on time. 

TODD: Yeah. 

DARREL: But if #19 had come out it 
would have been late. 

TODD: Right. 

DARREL: So, #2] came out when #19 
would have been late. My situation here, 
the guy I do business with, this is a 
college town, The week of spring break 
is very dead; the summer is very dead; 
he plans everything according to the 
school calendar and when things are 
supposed to ship. If he orders for when 
the students are here and the stuff 
doesn’t get here until they’re gone, he’s 
basically out a lot of money. 

TODD: Yeah, so the month I delivered 
#21 isn’t a problem because I hit his 
computer bank right. It was the previous 
months when there should have been stuff 
where I messed him up. 

DARREL: Right. When you ship late 
you really are hurting people. 

TODD: Right, and I understand that, and 
for that guy I’ve done him a disservice. I 
fucked up and it hurt his business. But 
jumping ahead to the month where he had 
his projected orders, he was banking on 
that book coming when he thought it was 
going to, I actually delivered #21 with the 
numbers he ordered for that month. The 
marketplace fluctuates up and down, and 
to tell you the truth with the marketplace 
going down, by the time I resolicit the two 
books that I skipped I'll probably get 
100,000 less orders. These guys will have 
the chance to order at the levels that 
they’re actually selling now. So, in my 
personal situation what I did, with those 
two books, I tied up money that they could 
have spent on other books that were on 
time; there’s the disservice I’ve done 
them. I fucked up, but I can’t go back and 
correct that; all Ican dois jump ahead and 
stop this leaking boat. Now the boat has 
stopped leaking and I’ve got 110 pages 
backed up so this won’t happen again. On 
some level — I mean, you guys can keep 
going on this topic all you want; I love 
talking about SPAWN. 


From Doug Wheeler’s & Kim Hagen’s as-yet unpicked-up horror/fantasy series. 


DARREL: Anybody else want to 
continue with this or shall we move on? 
BRIAN: Yeah. Before Todd thinks that 
we're all here to pick on him — 
(Laughter.) 

TODD: Like I said, I like talking about 
SPAWN. I'll talk all day about SPAWN. 
But I didn’t think that was the subject. 
BRIAN: True. Well, what I would like to 
ask is — throw it out for general opinion 
here — I’ve talked to some of my friends 
in the small press who have had things 
solicited through Capital City and 
Diamond and found that when they did 


things like mail order or just ads in CBG 
or whatever that they actually did better, 
in terms of orders overall, than going 
through the big distributors. The question 
I would like to throw out: Given that 
there’s more than just the two big 
distributors, what would be the viability 
of bypassing the two big distributors, 
maybe finding another route? For” 
instance, Todd and Image have seemingly 
had a successful run with the books that 
are put in Wal-Mart, and Marvel is 
looking into other avenues of distribution 
with the Marvel Mart thing, and DC 


“You want to start changing 
policies then boom, here’s a 
ramification right here?’ 
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“There’s no way to check that the 


books are distributed in their Warner 
stores and such. I wonder what the 
possibilities would be — 

DARREL: You're wondering about 
bypassing Diamond and Capital and still 
getting into the direct sales market, or 
bypassing Diamond and Capital and 
bypassing the direct sales market? 
TODD: A little of both, actually. You can 
go to both. I’m telling you, some of the 
guys that aren’t getting good sales, if they 
went to Heroes World exclusively I'll bet 
you Heroes would run that pony around 
the block. 

BRIAN: No joke, that’s the thing. For a 
lot of retailers it’s a very simple thing to 
just pick up the phone or write down on 
one sheet all their orders and get them all 
from >ne place. That’s why I see people in 
campus town here buying groceries in a 
convenience store when they know the 
prices are half that if they take a ten- 
minute bus ride to the other side of town. 
It’s convenience that they’re going for. 
What if another means could be found to 
get the retailer to make a second phone 
call or fill out a second sheet? 

DOUG: Well, you're saying let’s find 
another means, but I don’t really think the 
problem is that much Diamond or 
Capital, other than the fact that Capital is 
charging these ridiculous fees, and both 
Diamond and Capital really can’t play up 
the small press that much. The problem is 


that you’re still saying we're going to go “Some of the small press 


to comics retailers. The vast majority of 

press comics whatsoever. They will skip S 

right past the Fantagraphics section, the found mail order ads 
Rip Off Press section, the Slave Labor 


section, et cour et coer: ey won't | CHU Ally did better than the 


even look at it. You could have Todd 


ad atede Youd in acy Soya two big distributors?’ 


because most of them wouldn’t even look 
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at the Rip Off Press section to even notice 
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distributors are doing things correctly-’ 


that Todd is there. 

DARREL: Actually, this is where 
Capital and Diamond are really helping 
the small press sometimes, because they 
put out these phone-book-size mag-a- 
logs, now, that list all this stuff, and some 
of these retailers will order it if people 
come and tell them they want it. 
DOUG: There are also a lot of retailers 
that won’t order it if people come and tell 
them they want it. I have gone to retailers 
and said I’d like to order this and that, and 
the retailer goes, “I don’t order anything 
from that company. Their books don’t 
sell.” I’m standing before them saying I’m 


going to buy it if they order it, but they 
can’t see that here’s a customer standing 
right in front of them saying order this and 
I'll buy it. I’m not a sale? (Laughter.) 
Also, there are some retailers who will lie 
to their customers, say, “Oh, yeah, I 
ordered it but it hasn’t come out yet.” But 
the thing is out at other places, you know. 
And also —I’ve heard this rumor; I don’t 
know if it’s true and it doesn’t sound 
logical — 

TODD: That doesn’t mean that it’s not 
true. (Laughter.) 

DOUG: Right. I’ve repeatedly heard of 
alternative independents, even larger 


Improbable Impact. Pencils by Thor Badendyck. Inks by Daniel Hindes. 
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independents, complaining of how a shop 
says they’ve ordered X number of 
something through Capital or Diamond or 
whoever and they never received any 
copies. And the publisher didn’t receive 
the order from that retailer; it didn’t go 
into the whole thing. It doesn’t make 
logical sense to me why a distributor 
would not tally up all of the orders that 
came in, because every order that comes 
in is money for the distributor, but I’ve 
heard this so often, from various sources, 
that I have to think there has to be some of 
that going on. I wish there was someplace 
that retailers could send in their orders, 
some central location, so that the 
publishers could really find out if 
retailers really are ordering things, if the 
distributors really are not tallying up all 
of the orders. Right now there’s no way to 
check that the distributors are doing 
things correctly. 

BRIAN: That’s the problem. Now, the 
case you cited of wanting a book and the 
retailer not supplying it, that’s simply bad 
business on his part. I can’t help but feel 
that somebody’s going to come in with a 
store that will listen to what the customers 
want, and in time that other dealer is 
going to be put out of business. But, 
having dealt with distributors, in all, 
fairness to them, accidents will happen 
and mistakes will occur. Sometimes those * 
mistakes are on the retailer level, like 
they might not put in the right mambers on 
their order forms; I’ve seen that happen 
more than once. Or they might not get 
them tallied correctly. That’s just one of 
those mistakes and it comes down to how 
quick can the distributor catch that 
mistake and make good on it? That’s what 
the answer is there, I think. 

TODD: Could I ask you a question? 
Ultimately, the book is our problem 
because it’s our book, right? So, when 
you guys come in with your small-press 
stuff, this business is basically a 
superhero-driven business. A lot of stuff 
that happens is based on superheroes; a 
lot of the business decisions go down 


SPOTLIGHT 


“BONE shows they actually have the power 
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based on superheroes. I talk to Diamond 
and Capital and go, “You know, this 
catalog is pretty big. How do you expect 
people to absorb all this information and 
base their decisions on it?” They go, 
“Todd, 90% of what we sell is from 10% 
of the companies.” There’s not a priority 
there for small press; the system isn’t set 
up for any kind of priority level except 
superheroes. 

I mean, I’ve gone into some great 
independent shops, but those are few and 
far between. So, what is it from a small 
press point of view that you can do? Why 
do you even keep trying to mine this thing 
that basically seems to work against you? 
There doesn’t seem to be any hope in the 
near future that it’s going to turn, you 
know. There are times, like right now 
BONE has perked up, and Jeff has just 
won an award at the Diamond show —he 
said one statement that I thought was dead 
on; he goes, “I didn’t do nothing. I didn’t 
send out flyers or whatever; I don’t have 
the money to do that. But you guys 
somehow increased the sales from a low 
amount up to 60,000 plus. If you can do 
that for BONE then you can do that for 
any comic book, ultimately.” He shows 


WAS THINKING 


“WHICH I'LL BE ABLE TO SELL AT CHRISTMAS AND BUY 3000 
BAGGED, MINT COPIES OF X-MUTIES #1, NEVER P 


OPENED, OF COURSE 


that they actually have the power to 
promote product and it will sell. 

But you guys are fighting a very steep 
uphill climb, and what can you do about 
it? I’m perplexed at the whole thing, too, 
but luckily I happen to be doing superhero 
stuff so I don’t have that climb. I got 
politics on another level. 

DARREL: Well, I think the problem 
with that is that everybody who looks 
into expanding the comic-book market 
looks into expanding interest in super- 
heroes, but there is a huge market out 
there that really has no interest in super- 
heroes. Nobody’s really doing the work 
to try to get them interested in the non- 
superhero comics. 

TODD: Right. 

DOUG: The problem is that it needs to be 
a big publisher who has a lot of cash flow 
to be able to absorb the losses of entering 
a new market in a big way, absorbing the 
losses that they would have to put up with 
for a couple of years until the general 
population notices them. That’s the basic 
thing. 

The problem with the retailers is they 
have superheroes superheroes super- 
heroes up their heads. You can show them 


“MAUS did very well. 
MAUS doesn’t count? Why, 
because it succeeded?” 
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something good, like any of the Bongo 
Comics line or Marvel’s REN & 


STIMPY, books that actually sell good 
and could’sell much better, but they'll 


look at it and say it’s not superheroes. The 
publishers don’t want to do something 
that’s not superheroes; the retailers don’t 
want to order something that’s not 
and could sell much better, but they’ll 
look at it and say it’s not superheroes. The 
publishers don’t want to do something 
that’s not superheroes; the retailers don’t 
want to order something that’s not 
superheroes. They’ll say comedy doesn’t 
sell, CEREBUS doesn’t sell? REN & 
STIMPY doesn’t sell? All of these books 
supposedly don’t sell, but they seem to be 
successful to me. Science fiction doesn’t 
sell? Right, STAR WARS, that doesn’t 
sell? ALIENS doesn’t sell? PREDATOR 
doesn’t sell? These things do sell! It’s just 
the mentality of many of the retailers, and 
the publishers as well as, that “Gee, we 
can’t do that.” 

The other thing is, like you said, there is 
a large audience out there who would be 
willing to look atcomic books that are not 
superheroes. Well, when we get one of 
these successful projects that do reach 
out, why does the industry ignore it? 
MAUS did very well but most retailers 
ignored that; the rest of the industry 
ignored that. MAUS doesn’t count? 
MAUS really isn’t a comic book? Why, 
because it succeeded? MAD has been 
doing very well out in the “real world” for 
decades. ELFQUEST does very well out 
in the “real world.” But this is not 
acknowledged. They’re waiting for a 


to promote product and it will sell?’ 


superhero to break out to the general 
population, and if something that’s not a 
superhero breaks out then we ignore it. 
Why? 

TODD: From my point of view it’s 
because in my mind —and I don’t want to 
paint them all with the same broad stroke 
— the average retailer is lazy. The 
average retailer opens the shop, sticks out 
the latest comic books, sits down behind 
the cash register and collects the cash. 
DARREL: It’s not just that they only 
stick out the latest comic books. It’s also 
a lot of them put them out in alphabetical 
order. How many people who aren't 
interested in superheroes are going to 
wade through that big superhero mess? 
TODD: Right, diversify. And more 
important than diversify, so that you're 
not at the mercy of any one publisher, or 
any one genre for that matter — these 
guys should go into a book store 
sometime, or even if you’re at an airport 


WHAT!?? YOU ALL WANT TO TRAQE YOUR WORTHLESS, 
NOTHING BUT BLANK PAGES, ROTTING IN 


THEIR POLYETHYLENE BAGS 
XMUTIES COMICS... 


FOR TRUMP 
TOWERS!?? 


take a lesson from those guys. 
DARREL: Or just go to the grocery 
store and look at breakfast cereal, 
because there the stuff that’s going to 
attract the parent is at the parent's eye 
level and the stuff that’s going to attract 
the kid is at the kid’s eye level. 

DOUG: Well, speaking of grocery 
stores, look at DISNEY ADVENTURE 
DIGEST. That thing sells 250,000 every 
month, which makes it the top-selling 
comic every month. And we ignore it. 
TODD: And we can’t sell it in our 
marketplace. 

BRIAN: Speaking as a retailer, I have to 
agree with Todd about the majority of 
retailers being fairly lazy. I think the 
same case can be made for ail levels of 
the comic-book industry. The publishers 
find that superheroes sell so they put out 
more superheroes, and the distributors 
will have an easier time promoting 


buying audience simply because they're 
familiar with it already — it’s kind of like 
preaching to the choir. 

I think what’s needed at all levels, from 
the retailer who’s got to clean up his shop 
and put some lights in there on up to the 
distributors and the publishers and such, 
is: Try to keep reaching out to new people. 
Sure, superheroes are going to sell, but 
look how long it’s taken in this country 
for rock’n’roll to become fairly well 
accepted. That was kind of an outlaw 
form of expression when it first came out, 
but now it’s on prime-time TV; it’s on 
THE TONIGHT SHOW, it’s in every 
store in America that sells any sort of 
music products. 

TODD: But rock’n’roll didn’t come from 
the retail end; it came from a creative 
community that said, “We’re gonna do for 
our rock’n’roll, we’re gonna push our 
rock’n’roll, we’re gonna die for our 
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Doug Wheeler’s & Steve Smith’s commentary on the speculator market. 
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“Put SPAWN/BATMAN on your cover, you’re going to 


rock’n’roll.” 

BRIAN: That’s true, and something like 
that may have to be necessary from the 
comic-book community. We’ve got to 
keep reaching out to the non-core group 
of buyers. We’ve got to keep trying to 
reach out to women, to older people, and 
show that there is diversity within this 
medium, that it’s not all just long 
underwear. 

DARREL: The question I would ask, 
then, is: Could the distributor do 
anything to facilitate this? 

DOUG: The distributor could highlight 
—I guess, still, they would be picking out 
which books — but they could highlight 


which books they think are good amongst 
the alternatives and the independents, and 
do it for free. The big thing, and a lot of 
people don’t seem to realize it, with the 
distributor catalogs all of those inter- 
views, everything other than the one little 
paragraph of what’s hot this month, the 
preview sections and all that stuff is paid 
advertising. Most fans, most retailers, 
even a lot of professionals, think that 
what they’re doing’s just like HERO 
ILLUSTRATED or WIZARD or COM- 
ICS BUYERS GUIDE or COMICS 
INTERVIEW picking these people out for 
an interview, that these people didn’t pay 
for it. Everything in the distributor cata- 
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The Capital City Ultimatum — oe 
As Seen from a Small-press Publisher’s Perspective 


On January 6, 1994, Capital City 
Distribution, Inc. (currently number 2 in 
the distributor hierarchy) drafted a notice 
and mailed it out to all of their suppliers 
(comic-book publishers). The notice 
addressed changes in Capital City’s 
terms for purchasing products. A rough 
draft of these changes were enclosed, 
along with this explanation: 

- “Please understand that these changes 
are necessary for a number of reasons and 
have been implemented after much care- 
ful thought, analysis and discussion with 
many suppliers and retailers. We have not 
developed these changes for our con- 
venience or for purely selfish motives but 
to improve the health of the entire supply 


chain by reducing costs and waste for _ 


suppliers, retailers and distributors. As 
always, we are open to better ideas.” 

 T'msure, by now, most of you are aware 
that the changes involved reducing the 
grace period for late-shipping products 
(comic books) from 90 days to 30 days, 
and instituting penalties for any un- 
shipped product that ran past the new 30- 
day grace period, The fees were $500.00 
for cancellation and $750.00 for re- 
solicitation. It has been brought to my 


attention that the resolicitation fee : 


includes the $500.00 for cancellation. 
How very thoughtful. 
Daou havea problem with the new 30 


days grace period? 
No. Tfeel that 30 days is cut and dried to 


the bone, allowing publishers some — 
breathing space, but not enough to allow 


them to become 


complacent. — 
What bothers you about the whole 


shebang, then? 


Tl break t down for you, piso by 


piece. 


Capital City has stated that the changes 


were “implemented after much careful 


thought, analysis and discussion with 
many suppliers and retailers.” Discussion 
with many retailers, I believe. If I had to 


that the suppliers contacted (if any) 
would be the voice of the comic-book 
publisher collective? Obviously my vote 
didn’t matter, since Capital City 


neglected to pass me a ballot. 


‘The $750 resolicitation fee 
includes the $500 for 
cancellation. How very 

thoughtful!” 
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logs is advertising. They don’t label it as 
advertising because by definition the 
entire catalog is one big advertisement, 
so legally they don’t have to label it — 
and if they did label those things as ads 
that would warn people that maybe they 
should take it as advertisement. 

TODD: That’s misinformation. I’ve had 
plenty of interviews and I don’t give them 
a penny. 

DOUG: In the catalogs? 

TODD: I fight for it. As a matter of fact, 
they wanted money for the SPAWN/ 
BATMAN covers, and I fought and 
fought and fought that. “If you put 
SPAWN/BATMAN on your cover, you’ re 


Next, Capital City stated that the 
changes were not developed “for our 
convenience or for purely selfish 
motives.” Oh, really? Then where does 
the money collected from these cancel- 
lation and resolicitation fees go? Is it 
floated, in the form of credit, to the 


retailers who aren’t able to pay in ad- 


vance for the current week’s books? No? 
Well then, is it maybe donated to the 
Comic Book Legal Defense Fund or an- 
other comics industry-related charity? 
‘Fraid not. What it does is simply help 
Capital City “partially cover [their] 
additional costs.” 

No, sir. Nothing convenient or selfish 
about that. 

Capital City is also striving to “improve 


the health of the entire supply chain” 


How? How do these changes improve the 
health of a small-press comic-book pub- 
lisher who, more than likely, works damn 
hard holding down a 9-to-5, comes home 
and works even harder to produce quality 
material with less than half or none of the 
technology that their mainstream coun- 
terparts have at their disposal, and 
scrapes together the money to publish a 
book? Please enlighten me, Capital City, 
for I am blinded to your omnipotent 
‘wisdom. 

And finally, the number two distributor 
wishes to “reduce cost and waste for the 
supplier” By not allowing a publisher to 
cancel a book due to low orders, and 
charging them fees that equal nearly half 
the cost ofa minimum 2,000-3,000-book 
print run? 

Tell me, Capital City: In your world . . . 
is the sky blue? 

Reader note: Please understand that the 

listed above were my initial 


- reactions to the Capital City letter, and 


are presented for your entertainment (or 
distainment). 

On March 15, 1994, Capital City 
drafted a letter to clarify their new 


make a ton of cash. You want me to pay you to do it?” 


going to make a ton of cash. You want me 
to pay you to do it?” 

BRIAN: But then again you are dealing 
from a position of strength. 

DOUG: Right. 

TODD: But the reason I’m fighting from 
a position of strength is because if I can 
fight it and I can crack them and get it for 
free, then I can shoot my mouth off and 
go, “They gave it to me for free.” 
Everybody else can go, “You gave it to 
Todd McFarlane for free,” but unfor- 
tunately what ends up happening is when 
I do that the only people that can come in 
behind some of the things we change is, 
again, Marvel or DC. They go, “How 


procedures. This new letter stated that 
Capital City would not impose cancel- 
lation, resolicitation, or return fees on 
those suppliers that meet a minimum 
standard of timeliness, They also planned 
to use a phase-in approach to implement 
their new process for handling late 
products, 

The meat of this nutshell is that Capital 
City has. developed a level of standard 
that they feel most publishers can 
comfortably meet. If a publisher drops 
below the standard (missing the 30-day 
grace period), a strike will be given to the 
publisher in question. First strike 
offenders receive their rap on the nose via 
the telephone. If the same publisher 
misses the following month’s grace 
period, a second strike is issued and the 
reprimand is delivered through the mail. 
If for some ungodly reason that same 
publisher yet again misses the following 
month’s grace period, the third strike is 

- awarded and the proper fees are applied 
against the publisher’s account. 

Quick, everybody! Run and put on your 


thinking caps. It’s simple arithmetic time. — 


If one strike is accumulated a month, and 
one month equals 30 days, and if a 
publisher must acquire three strikes 
before fees are levied against them, then 
what’s the true grace period the publisher 
has to deliver on a book before any fees 
are incurred? That’s right: 90 days! Of 
course this is faulty math, for one must 
assume that these strikes cannot be 
compounded on one book. But I’m sure 
there’s a loophole in there somewhere. 

Capital City’s strike/fee system is by no 
means a fair system. It was done to quiet 
‘the growing masses of discontented 
retailers, while carefully not upsetting the 
mainstream publishers’ applecarts. In 
their original letter, they asked for better 
ideas. Here are some: 

Jeff Smith proposed a reasonable fee 
regarding late issues of BONE: five cents 


dare you give that to Image and not give it 
to us. We're a bigger account.” It doesn’t 
trickle down, unfortunately. The fights 
that I fight seem to help Marvel’s and 
DC’s cause, because they sit there and go, 
“If you give that to an account that’s 10%, 
then goddammit we’re 25% so we should 
get the same deal.” 

I'll give you a perfect example, a great 
example that just happened on Sunday. If 
you guys haven’t heard about this then 
you would do well to make some phone 
calls, Frank Miller delivered a speech 
on Sunday, the keynote address to 3000 
retailers at Diamond. It was stunning! A 
stunning hour-long address that basically 


drilled home the fact that the creators in 
the conglomerate system are taken 
advantage of, are raped and pillaged. He 
called by name specific people as liars 
and cheats, okay. At the end of that 
speech he got a standing ovation from the 
creative community, God bless "em, and 
from the retailers. 

But I was up front and I can tell you 
Valiant, DC, Marvel Comics sat there, 
not only did not give him a standing O, 
didn’t even clap. They just sat there 
because he had just driven a bullet 
through them. Now, that’s all fine and 
dandy. We don’t like to be called names 
any of us. But Marvel Comics now goes 


“Capital’s i is by no means a : 
fair system? 


per copy of each book that missed the - “these fees would be to them, and adjust 
grace period. Which does not seem the fees so that they would be equally 
unreasonable. However, there are some Sacha fo Se iaseee onitenions 8 


smaller publishers that may not take a 
shine to that policy, so perhaps a fee of a 
penny per dollar of the book’s cover 
price, multiplied by the number of books 
ordered, may be more palatable, 

Or, maybe distributors could charge 


(which would then put some responsibi- 
lity on the distributor to ensure that 


tions which devote ves to readii 
Think of the ‘ood wil thit could be” 
generated from these types of proposals. 
Or perhaps we can take this to the 
extreme. If Capital City refuses to adjust 


themselves blessed if they can move | 


3,000 copies of any given book, and 
figure out how crushingly devastating 
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‘{t doesn’t trickle down, unfortunately. 


Another Doug Wheeler project publishers 
4 feelis “too different” —a fairy-tale 
superhero, with art by 

P. Craig Russell. 


“Together we’re 45% of the 
market as a creative 
community. A war is going to 

have to be waged:’ 
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up to Diamond, or Geppi himself, and 
says, “How dare you put a man on that 
podium who you knew was against us! 
We are your biggest account.’ This is 
where the might makes right, and I fight it 
every time I go in there. “How dare you 
put a man up on that podium to talk to 
3000 retailers, let him say one nasty word 
about us — you will be hearing from us.” 
Now, whether that means they will be 
giving exclusives to Capital in the next 
month, whether that means that they will 
pull a book here or there, whether that 
means they’re just going to send a lot of 
nasty innuendo to them, whether that 
means that you will never see a creative 
person give a keynote address to the 
retailers for the next ten years, there’s 
going to be some fallout from that. 

But basically the big account is now 
trying to dictate on some levels even to 
the distributors what kind of information 
can leak out to those retailers. They don’t 
want Frank Miller saying what he said 
to them, and now it’s like they will go to 
war. But this is good! I love war; I love 
going against these guys. But I wouldn’t 
hold my breath that Todd McFarlane is 
going to be the keynote speaker at Dia- 
mond next year; they’re going to have 
some fucking suit. Now they have to give 
equal time. More than that they have to 
squash that — they don’t ever want that 
guy coming up there again to say what he 
said. So, the whole system is out of whack 
because of the big boys playing a certain 
game, and we get caught into that fight 
every single time. 

We’re trying to fight the power that they 
exert, but basically the small guys are 
pushed so far into the back in priorities 


because these guys are trying to worry | 


whether they are offending Marvel at a 
dinner for the retailers. If you were to go 
up to them now and drop your problems 
from the small press, they don’t got time 
for it right now. I envy you guys that you 
keep fighting, but the war is going to bea 
long war. 

I think on some level the answer might 
be that we start having to go shoulder to 
shoulder. Who gives a fuck if you like me, 
who gives a fuck if you like Image 
Comics. I’m telling you guys we can help 
you because we carry our 10%. You bring 
your 1%, you bring your 2%, you bring 
your 5%, together we’re 45% of the 
market standing side by side. We don’t 
like each other, we don’t even like each 
other’s books, but we’re here as a 
creative community and we can make our 
demands and they better listen to us. A 
war is going to have to be waged 
someday. 
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“If Diamond and Capital say no, Heroes 


would love exclusives on 450 titles 


BRIAN: What would be the result of that 
war if — you know, you likened it to a 
game of poker— what happens when the 
time comes we all have to show our 
cards? The distributors could always say, 
“Okay, fine, you want to stand together, 
you’re all out!” Do we then look for 
alternative— 

TODD: You just blew off something that 
could never happen. You’re saying that 
the entrepreneurs that call themselves 
distributors will basically stand as a 
whole. I’m telling you, as entrepreneurs 
they will never ever do that, just like 
publishers will never ever do it, just like 
the retailers will never ever do it. All you 
have to do— and this is why we’ve won a 
lot of our wars— you pick at them one at 
a time! You go up to Geppi, who is the 
biggest guy, and say here’s what we 
want, then if he says no you go, “Oh, by 
the way, can you give me Uncle Miltie’s 
number over at Capital, because we’ve 
got to have a meeting with him tomor- 
Tow.” Steve knows that if he doesn’t give 
it to you then you’re going to go to his 
main competitor. 

Now, the reason that he’s the number 
one distributor is because he has X 
amount of product. If all of a sudden X 
amount of product leaves his house and 
goes to his main competitor, who is 
number two and is hungry as hell to be 
number one, because he’s a businessman 
he might go yes — not because he likes 
us, not because he even gives a shit about 
us, but because it makes good, sound 
business sense. He’ll take those books, 
give you what you want. 

I’m telling you, I bet everything that I 
stand for, every time I make a fight, that 
those guys will never ever ever come up 
with anything that they will agree upon. 
Because they’re all businessmen trying to 
be number one. And if Diamond and 
Capital say no, I guarantee you that 
Heroes World, who is the number three 
guy in the distance, would dearly Jove to 
have exclusives on 450 titles. If Diamond 
and Capital aren’t getting those, that 
would put him into a strong position. It 
might even catapult him into number two 
or number one. 

DOUG: The problem with that, if all 
these independents went under this 
theoretical umbrella and went exclu- 
sively with Heroes, Heroes doesn’t distri- 
bute to enough retailers for these inde- 
pendents to make it. Retailers may look at 
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this from page 17 of issue #20. 


this and say, “Okay, it’s under the Image 
Umbrella, but we all know which books 
are really Image, we know which books 
aren’t, and we’re still going to order them 
the same way.” The small people are still 
not going to get enough orders to make it. 
It’s the same as when Comico— the old 
good Comico before it was taken over— 
went with the deal with DC thinking 
Comico would be under DC’s umbrella 
and get orders equivalent to DC. The 
retailers weren’t fooled; they ordered 
Comico the same as they had always 
ordered Comico before. And Comico 
ended up having to give part of their 
profits to DC. They weren’t making much 


to begin with and now they had to give 
part to DC. That’s why they went bank- 
rupt and ended up as the cruddy publisher 
they are now. 

TODD: I think there’s a misunderstand- 
ing. I don’t want anybody to come under 
the Image banner. I want Image to go 
under a bigger banner which is called the 
creative community, CCC— Creative’ 
Community Corp., you know— and 
everybody is underneath that banner. 
What that would do for the smaller guys, 
on some level— again, I can’t go around 
to every retailer and tell them how to run 
their business— but what it would do for 


you instantly, with 450 titles if we say we 
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want the A discount, those 450 titles 
would have the A discount. You guys are 
not getting an A discount right now. Part 
of the thing that’s hurting the small press 
is there’s not an equity in terms of the 
policies. Marvel and DC, and to some 
extent Dark Horse and Valiant and Image 
comic books, we get treated differently 
because we can come in there with 
volume. 

I bet you guys would sell a few more 
copies if the retailers could make an extra 
quarter off of the book. It’s the same 
friggin’ book, you don’t have to do any 
more work, just do what you’ve always 
done. By the mere fact that the retailer 
will make more profit off that same 
friggin’ book he'll get more behind it. 
Marvel can’t do that. Marvel’s already 
getting A and there’s nothing beyond it. 
There’s not an A+ level; they’re going to 
stay at A. DC’s going to stay at A. Image 
is going to stay at A. But all of a sudden 
all you guys at the C and D levels, they 
pop you up to A, then retailers are going 
to go, “I can now make just as much profit 
if not more off these books, so I’ll order 
three extra copies.” Three copies times 
3,000 stores— that’s a pretty healthy 
chunk for guys that are in the small press. 

You guys are fighting against even 
discount things that turn people off: They 
go, “I can make more money selling this.” 
Why do I want that?” It may be just 
another garbage product from Marvel or 
DC or Image, but it’s still a larger profit 
margin. I’m telling you, the only thing 
these guys pay attention to— you can talk 
morals with them all day long; it falls on 
deaf ears— the only time they pay 
attention is if you dent them in the pocket. 
If you dent them in the pocket their ears 
perk up and they'll pay attention to you. 
But doing high art, doing better comics, 
deserving a break, you’re going no place 
with that argument. You've got to show 
them what you can give them in return 
financially— this is how you can help 
their distribution financially; this is how 
you can help these comics stores finan- 
cially. You’ve got to give them a spread- 
sheet that makes sense to them and they'll 
go, “Oh, okay.” 

DARREL: Now, Brian has to leave ina 
little bit. 

BRIAN: I'm staying a little while longer. 
This is getting too good. 

DARREL: Okay. 

TODD: Your fault, Todd. (Laughter.) 
DOUG: If what you say is true — and 
I’m a writer so I’m not so much into 
knowing what the discounts are— but 
that makes sense. But I think there’s 
another problem with retailers right now. 
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“Less than 25% of retailers read a single 


Maseo, Hero-Killer. Art by Adam DeKraker. From VISUAL ASSAULT OMNIBUS. 


I was at a con out here in San Francisco 
and someone had done a survey:to see 
how many retailers actually read comic 
books. Back in the early '80s virtually all 
of the direct-market retailers read all of 
the comic books that came into their 
shops, or read a significant amount and 
knew the product, knew who was who. 
Today less than 25% of the direct sales 
retailers bother to read a single comic 
book at all. The vast majority of them 
don’t know who the artists and the writers 
are. They do not know the product; they 
do not know what is good or what is bad; 
they just go by the hype in the 
distributors’ catalogs. Those kinds of 
people, all they care about is numbers— 
like what Todd was saying. 


Vie 


BRIAN: That’s true, that’s true. I think a 
lot of retailers that are in this business 
right now did not come in as comics fans 
like I did. A lot of them come in as guys 
who smelled a potentially quick buck, and 
that’s how we wound up with the glut last 
summer. Todd makes some good points 
about offering percentages that would 
make the small press product more 
attractive to a retailer— I think we’ve 
pretty much agreed, all of us, that the 


average retailer is on the lazy side, and 
will go with the hype rather than use any 
sort of critical judgment. 

The only problem with that— getting 
back to what Todd said, which was a. good 
theory and I wish it were true— Heroic, 
the publisher of FLARE and such, has 
been using that argument for years. 
“Why don’t you buy more CHAM- 
PIONS, more FLARE, more SHE-BAT, 
get a higher profit off of my books, rather 
than buying more copies of X-MEN?” 
But the average retailer will take the path 
of least resistance, thinking, “Why 
should I buy a few more of those, which 
might draw more sales, when I can just 
hedge my bets, go with the sure thing, just 
use the money to buy more X-MEN?” 
TODD: You know what, I agree with 
you, bud. I agree. That still won’t solve 
the problem. All’s I’m saying is that in 
war it’s the small battles you've got to 
fight before you get to the final victory. 
I’m not saying one or two things are going 
to win this war. I think there’s a Jot of 
things. We’ve got to get in there and get 
the discounts for the small press. We’ve 
got to get equity for everybody other than 
Marvel or DC, ultimately. We’ve got to 
have a little more of a distribution that’s 
not so top-heavy. We have to have pub- 
lishers that are not going to basically 
over-hype product, and that will be on, 
time. There’s a responsibility on our end 
to deliver a product that we say that we 
will deliver. Whether it’s good or bad, 
again, that becomes the customers’ 
decision. That’s a whole ‘nother 
discussion. 


We also have to have the retailers 
become educated and sell their product on 
a better basis. The people that are out 
there that we could sell product to are 
afraid to come in— not afraid; that’s a 
harsh word— don’t come into comic- 
book shops because they’re not even 
presented in a professional manner, you 
know. We’ve all been into them. They’re 
on the corner, down the street, in neigh- 
borhoods that aren’t the best neighbor- 
hoods. They’ve got 30-watt bulbs in 
their—they don’t present a very welcome 
environment for people to come into. But 
I’m saying that even if we crack one 
thing, which is get a discount that’s equal 
for everybody, we can go on to the next 
one, which is maybe see if we can’t get 
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comic... all they care about is numbers:’ 


people to actually put new paint on their 
stores. We’ve got to solve one problem 
before we can go to the next problem. 
DARREL: Right. 

BRIAN: I agree with you. That is an 
excellent summary of the entire situation. 
The problem is we'd all like to see this 
dream situation come overnight, where 
something like BONE has the same 
chance in the marketplace as X-MEN or 
SPAWN or BATMAN. But you're right, 
it’s going to take time. And it’s going to 
take some people who are not afraid to 
take a few risks financially, creatively, 
who will just basically get off their duffs 
and spread the word. Maybe just move 
beyond this little community that we have 
to reach out to the rest of the world, show 
them that there’s more than just long 
underwear, there’s a variety of things. 
And this variety of things has to be 
offered before anything else. 

TODD: Yes, yes. And in the long run that 
will do .. . I’m telling you, the small press 
can offer us more legitimacy than any big 
publisher can offer right now, a big 
legitimacy to us. Most people, when you 
cay “comic book” they still think of 
POW! ZOWIE! BAM!I, and every time I 
find someone like that I go, “When was 
the last time you were in a comics shop?” 
There’s product for ages 5 to 55. It’s not 
just from 8 to 12. That used to be all that 
was out there, for the mst part, ages 8 to 
12 product, and then you quit comics. 
There are other products now and, just 
like movies, just because you turn 12 it 
doesn’t mean you must stop going to 
movies. What happens is you graduate 
from BARNEY to DUMBO to TERMI- 
NATOR to GANDHI. There’s an evolu- 
tion in your tastes. In the evolution of 
comic books there’s a wide variety of 
tastes out there. Somewhere we are doing 
ourselves a disservice. 

The small press offers more /egitimate 
forms and genres and high art, if you want 
to call it, that would basically blow the 
stigma off of comic books. But as long as 
the superheroes are reigning supreme and 
BATMAN is making $800,000,000 in 
movies, we’re locked in. I don’t know 
how to break this cycle. I don’t know. 
DARREL: One thing I wonder about, 
with what Capital City has done, it seems 
to me this is going to be more discour- 
aging for experimentation, and it’s going 
to discourage growth in that commercial 
direction that— 

BRIAN: I don’t know about that. 
DARREL: Well, you've got publishers 
that aren’t— 

BRIAN: I think the people who really 
want to try something different ultimately 
will. They’ll do it despite the odds. 


DOUG: Right, but they might not be able 
to continue as long. They don’t have the 
cash flow to keep on losing money and 
losing money. They’ Il take their shot, but 
they have to get out of the game quicker. 
And, again, getting back to things like 
CEREBUS and BONE and ELFQUEST, 
I believe all of those lost money when 
they started. They had to stick in the game 
for a while. They weren’t losing money as 
fast as these new regulations from Capital 
City would cause people to lose money. 

BRIAN: But, again, they also weren’t 
printing tens of thousands of copies like a 
lot of even the newer publishers are 
doing. And they were doing a lot of mail- 
order at that time. When CEREBUS and 


ELFQUEST first started, I got my first 
issues through the mail rather than at a 
comics shop. 

DOUG: But the small press is not selling 
tens of thousands of copies. We're talking 
about the level where 2,000 copies is 
breaking even for some people, and a lot 
of people don’t even make that. 

BRIAN: I'd love to have sold 2,000 
copies. 

TODD: Do you guys realize that Dave 
Sim still has a lot lower discount than 
Image Comics? Here’s a guy who is a 
proven commodity for God knows how 
many years now, and he still can’t get the 
respectability even on a discount level to 
help him maybe sell a few more copies. I 
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“We’re an independent, independents 


can’t even believe that, that after 20 
fucking years of pounding the pavement 
you still can’t get a better discount. 
BRIAN: Has he talked to the distributors 
about this? 

TODD: I think Dave talks to them a lot. 
But again, Dave is somewhat a single 
voice out there because he’s fighting for 
his cause, and sometimes for other 
people’s causes, so it’s like he’s a. book 
that sells 20,000 copies— where’s the 
clout in that? Well, help him out a little 
bit and he might sell 35,000. I don’t 
know, maybe not, maybe it doesn’t sell 
one extra copy, but give him equal footing 


with the other guys. They're basically 
telling him to put a cape on it and color it 
and maybe he’ll get the A discount. 
They’re discouraging anything else, dis- 
couraging people expanding the different 
tastes that are out there. 

So, it’s like it’s black-and-white, it’s 
more than two bucks, it’s automatic it 
goes into this level. The computer blips 
and it’s done. Image comic books, for as 
much as we look, feel and smell like 
Marvel comic books, we sat there for two 
years. I mean, luckily we beat Geppi 
pretty early in the game, but it was just 
announced at Capital that we’re going to 


One of two lead characters from Doug Wheeler’s & Bill Jaaska’s sf/ 
fantasy/horror project. 


vA 

\\ 
“Dave Sim still has a lower 
discount than Image. I can’t 


even believe that?’ 


comics 34 _ interview 


the A discount. Two years! We're going, 
“We look like Marvel, we feel like 
Marvel, we ship like Marvel, a lot of our 
books even sell better than Marvel.” Why 
did it take us so long? Because in their 
computer we're an independent, inde- 
pendents gets this discount, end of 
conversation. 

And retailers were yelling at them, 
going, “Hold on, we bought those books 
from Marvel because of some of these 
creative people. They’ve now just 
switched to another house and we're still 
buying them at the same volume, but just 
because ofa little logo in the corner we're 
making 5% less? Where’s the justice in 
that?” So, there’s probably a good reason 
why Geppi, who’s given us that discount 
for a year and a half, sells Image two to 
one over Capital. People see they can buy 
Image at Capital and get 50% off, or buy 
it over at Diamond and get 55% off. 
Given that we have a volume that 
fluctuated between 10% and 20% of the 
marketplace, 5% difference is a lot of 
cash, 

Again, going back to this dream team 
that I’m talking about, this big umbrella 
that we all go under, the same thing would 
have to be a rationale on a bigger scale, 
that if we save ourselves 5% on every 
book that’s under this umbrella, this 450 
titles— that’s a savings to my own store 
of $335. That pays the gas and electric for « 
a month, you know. But again, like I said, 
the Dave Sims of the world haven’t been 
able to break it. What hope does anybody 
else have? 

DARREL: One thing I was wondering, 
Brian, was earlier you said you were 
more or less in favor of Capital City’s 
policies, and Todd’s been referring to 
things as a war. So, in the great Ameri- 
can tradition of likening everything to 
Nazi Germany: How soon are they going 
to be knocking at your door? How soon 
will they decide what to send you each 
week? We got away from the newsstand 
distributors by creating the direct sales 
market. A lot of the impetus for that was 
that the IDs, those distributors, really 
were controlling too much. 

BRIAN: But the thing is, the distributors 
really do control what goes into the shops 
by what they offer in their catalogs. Ifyou 
look between the Diamond and Capital 
City catalogs you'll notice each one 
carries things the other doesn’t. I can tell 
you from personal experience, when I 
was publishing as Bevson Enterprises I 
was not in the Diamond catalog simply 
because they did not like the format I was 
using, which was digest. They said it was 
difficult to rack, which I understand, and 
one time they said they didn’t like the art 
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in one of the books that I had submitted. 
Capital City did accept those books, and 
so did Friendly Frank’s and Styx and 
Multibook of Canada. 

When the distributors make judgments 
about what will go into a catalog, and 
what they will hype, they are making 
decisions for a lot of retailers, what they 
will buy. When the big catalogs are 
promoting ZERO HOUR this month, 
retailers are thinking, “Yeah, big event.” 
Rather than using any critical judgment 
that might be necessary, they’re going to 
order as many ZERO HOUR as their 

, budgets will allow. And for some it will 
mean cutting a couple of copies of BONE 
off the draw sheet, or it’ll mean not trying 
something different. 

TODD: Actually, I’ve found that in those 
situations what they will do is they’ll cut 
back THOR and DAREDEVIL. A lot of 
the times— and I think Dave Sim will 
bear this out— while we’re cannibalizing 
the superhero market sometimes it 
doesn’t really hurt his sales. Sometimes 
his sales even go up! SIN CITY, the same 
thing. The people who have suffered the 
most, really, from a lot of the glut, and a 
lot of the hype— it’s pretty funny, Marvel 
has almost become their own worst 
enemy. They put out five new mutant 
books, it hurts DAREDEVIL and THOR 
and IRON MAN. 

DARREL: Right. They're eating their 
own sales there. 

BRIAN: That’s true. I was just speaking 
in general terms of company versus 
company. But I know a lot of retailers 
who do think they’ ve got to order as many 
Marvel comics as they can, as many DC 
or Image or whatever, and when they 
make the first cuts in their ordering it hits 
the smaller companies. Then, after a 
couple of cuts and they still haven’t come 
within their budget, then they’re going to 
go back and cut a couple copies of 
CAPTAIN AMERICA, acouple copies of 
BATMAN ADVENTURES, something 
that’s not selling quite as well as other 
books from the same company. 

DOUG: Right, but it doesn’t make sense 
for them to order that way, to take the first 
cuts from the independents in order to 
promote some mainstream book, because 
there are different audiences. Different 
people are buying those books. If you 
want to increase your orders on SPAWN 
or whatever and you decide to decrease 
your orders on something from Caliber 
Press, somebody was buying those 
Caliber Press books and maybe that 
person doesn’t care to buy SPAWN. 
Maybe they increase orders on SPAWN 
that issue because there’s something 
special going on, but the people who are 
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going to buy extra copies of SPAWN, are 
going to buy SPAWN who wouldn’t 
normally, are the DAREDEVIL readers, 
the THOR readers. Those are the titles 
that really should be in the first cut. 

BRIAN: That's true. But there are a lot 


of retailers, and I know quite a few of 
them, that don’t think long term. I think 
the long-term survival of the industry is 
built on books like SANDMAN and 
BONE and CEREBUS and ELFQUEST, 
books that are different, that can bring in 
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anew, fresh audience to the medium. It’s two years. 

just that most retailers only see about four TODD: You know, small press, in my 
months into the future because they’ve mind, is going to get their biggest help 
got to look at their immediate profit and  from.a company like Marvel Comics. It 
loss. They’re going to look at what will might sound weird, but they’re going to 
sell the most right here, right now, rather get this help, because Marvel Comics 
than taking a chance on something that _since the day they went public has had to 
might draw in somebody new. grow and grow and grow and grow, and 
DARREL: And too, you can’t really 28 their market shares are sinking then 
fault them too much for thinking that they have to then buy and buy and buy. 
way, because you're talking about They tried to keep growing as their 
people with limited resources to gamble market shares were going down— part of 
on. ti was because some guys took off to form 
BRIAN: Oh no, I understand thai Image, and took their sales with them. so 
completely, especially ina country where they go: What we'll do is put out twice as 
80% of all businesses fail within the first | much product! That didn’t solve the 
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retailers are going to support their enemies:’ 


problem. So now they’ve gone beyond 
comic books. They’ve acquired a card 
company; they’ve acquired a toy com- 
pany; they have their own Hollywood 
division in LA that Stan Lee heads up; 
and they’re starting to get bigger and 
bigger. 

Really, you guys in the small press are 
going to get a boost from Marvel. You 
know why? Because Marvel is going to 
think and act and do everything that big 
business does. You can count on them like 
clockwork. That’s how corporate Amer- 
ica goes. I’m not saying it’s good or 
bad— it’s a fucking game for me and I'll 
fight it every day— but they’re going to 
get to the point one day where they're 
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job, that decision is going to be made. 
One day Marvel Comics is going to do 
something that is going to so infuriate this 
business, the retailers are going to go: 
Marvel, we’re going to start to support 
your enemies. At that point, in a weird 
kind of way, you’ll get a big boost from 
the retailers, because Marvel basically 
did something, you know. It’s kind of a 
stupid, sad thing that has to happen, that 
basically something that doesn’t even 
remotely have anything to do with the 
small press, some decision from some 
suit, is going to turn the retailers into your 
friends someday, because they’re just 
going to get resentful. I mean, it seems 
weird, but that’s the only way that a lot of 
these stores are going to become your 
friends, basically to spite another com- 
pany. Otherwise, you know, talking to 
them logistically, I just don’t see where 
that actually really helps all that much. 
DOUG: I don’t really think that would 
happen. If Marvel eventually— and I 
would hope they will, they should have 
years ago— pissed off the retailers, all 
that the retailers are going to do is rush 
over to a different superhero company, 
Image or DC or Valiant or Dark Horse or 
whoever. They aren’t going to come down 
to the independents that are publishing 
different material— they're just going to 
say, “Screw you, Marvel, we can get our 
superheroes elsewhere.” And as far as 
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Marvel expanding into other arenas, 
while I think the stockholders would think 
that’s a good idea, I just don’t think 
anyone at Marvel has enough intelligence 
to realize that, that there’s a bigger 
market out there. You look at their books, 
their books are really going down in 
quality. The writers, for the most part, 
stink. Their art is getting worse and 
worse. They have books now that look 
like they stole teams from Triumphant or 
Lightning, it’s that bad! (Laughter.) 
TODD: But if you think for one second 
that Marvel Comics isn’t expanding, isn’t 
growing, then you're not paying atten- 
tion, bud. 

DOUG: Oh, I know they’re growing, but 
they aren’t growing into areas that are not 


superheroes. 

TODD: That’s right, they’re cannibaliz- 
ing some of their own things, but they’re 
also starting to go: We'll buy a video 
company; we'll make our own movies. 
They're now getting into syndicated 
cartoons because there’s money to be 
made there. I’m just saying they’re going 
to get to the point where they will ignore 
what drove them in the first place, which 
was those comic books— and to some 
extent they have, judging by the quality 
of some of their stuff. If you think they’re 
going to stay in this little community, 
guys, I’m telling you /’m not going to 
stick around in this little community 
forever myself. I’1l still have stuff in this 
community, but I see a world beyond the 
walls that we call the comic-book com- 
munity. I see the rest of the world. If I’ve 
gota character that I can get out to the rest 
of the world, part of being a creator is .. . 
as small-press guys you're arguing 
because you want more sales, because 
you want more exposure, because we all 
as creative people want to expose what it 
is that we create to as wide an audience as 
possible, on some level to show our art, to 
show our art! So, if I see that the world 
out there is willing to take my product, 
I'm going! 

I’m just saying that Marvel is going, 
Marvel is gone. They're going to be there 
by the year 2000, because their stocks 
have proven that they have to continue to 
grow, continue to get market shares, 
because otherwise the big suits are gonna 
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get fuckin’ fired. The guy who owns 
Marvel Comics borrows against the stock 
price every single day, and if the stock is 
going down, like it is right now, his 
portfolio is going down and down and 
down. If he wants to start another huge 
conglomerate, some video game com- 
pany, and he needs to borrow half a 
million, but his portfolio was worth $600 
million three months ago and now it’s 
only worth $200 million, so the bank says 
no, he doesn’t give a fuck about firing the 
suit at Marvel Comics. So, their game is 
already gone; they’re into a gear that 
can’t be slowed down on any kind of 
level. They are going to go and reach out 
into the world as deep and as far as 
possible. Because they’re a public com- 
pany that’s the only thing that they can do 
it, is to go out to the world. 

So, they’re going to do is all a favor 
someday. They started doing us a favor 
when they went public two years ago. 
They were the impetus of why Image 
Comics was created, because the day they 
go public is the day that I go, “Guys, it’s 
time to band, because if they do anything 
that’s illegal, or lie, or anything else, all’s 
we have to do is have 100 stocks and we 
can go to the board meetings and stand up 
and give our grievances. Marvel Comics 
does not want Todd McFarlane to be in 
their stockholders meeting, so they’re just 
going to have to just fucking let us go, and 
they can’t pull their lies and their cheats 
that they have been pulling for 50 years.” 
Marvel Comics is suffering because of 
that public offering. That company is not 
the company that it was three years ago. 
Marvel put out some pretty dazzling 
comic books on the superhero level, but I 
can’t really say that right now. 

BRIAN: Well, I have another appoint- 
ment I really have to be at. 

DARREL: Okay. So, just to kind of 
bring this all together, wind this down— 
BRIAN: The party doesn’t have to stop 
just because I’m going. 

TODD: No, you're the linchpin! 
(Laughter.) When you go, we fall. 
BRIAN: No, you've got to fight to the 
last man. (Laughter.) 

DARREL: But without a retailer what 
good is anybody? (Laughter.) 

BRIAN: I feel so important. 
DARREL: Anyway, to bring this back to 
where we started, with Capital City’s 
policies: I question whether this cancel- 
lation fine is legal. You're fining pub- 
lishers for not selling you their own 
product? In their second letter from 
March they defined this one-strike, two- 
strike, three-strike thing, which sounds 
to me like the 90-day grace, period 
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DOUG: But once you’ve made your 
three strikes that’s it, it’s three strikes 
forever. 

DARREL: Is it? 

DOUG: Well, the way I heard it— I 
haven’t seen this letter— 

DARREL: Well, it’s hard to figure out. 
DOUG: What I’ve heard from the 
independent publishers is they think it’s 
three strikes for anything by them; it 
doesn’t have to be the same book. 
BRIAN: That's the impression I got, that 
if you put out so-and-so #1 and it ships 
three months late, that’s strike one. If you 
put out #2 six months late that’s strike 
two. And if issue 32 is also late— which 
it would be if it was solicited on a regular 
schedule— then that would be your third 
strike. 

DOUG: And it could be on different 
books? 

BRIAN: Yeah, from the same publisher. 
DOUG: Right, so all they basically did 
was they said to the independents, 
“We're gonna kill you later.” 

BRIAN: Yeah. 

DOUG: We'll give you a little grace 
period to live, then we’re going to kill you 
later. Again, the $500 fee is too much for 
small press to pay. It’s like chump change 
to the largest companies— 

BRIAN: And that’s where it’s probably 
going to fall, when Image and DC and 
Marvel say, “You want to fine us? Try 
filling your catalog without our 
products.” 

DOUG: Yeah, but what large publisher 
in the right mind would actually do that? 
If Marvel decides Capital isn’t going to 
distribute Marvel product, that means for 
several months until all the retailers find 
out about this and switch to another 
distributor, Marvel is going to lose an 
awful lot of money from not getting all 
those orders. And, as Todd was saying, 
Marvel is a publicly-held company. The 
stockholders aren’t going to stand for 
that. But $500 is chump change— they’ ll 
pay it. Also, to Marvel and DC and 
whoever, they might say, “Sure, we'd like 
to see everyone pay that $500 fee, in- 
cluding us, because it ain’t gonna hurt us Mh 
and it'll get rid ofall these small guys that 


are buzzing around bothering us.” . “The $500 
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— those guys all deserve medals?’ 


longer the editors who make the ultimate 
decision. The editors will say they'd like 
to do this series but then they have to take 
it to the accountants, and if the accoun- 
tants don’t want it done it takes a banding 
together of the editors to override it. It 
takes a huge effort. And I know there are 
other companies where the accountants 
can actually shoot down things that 
editors-in-chief want to do. I myself had 
something that I had negotiated with an 
editor-in-chief, and it took us a couple of 
months to work out the contract, and we 
were ready to sign it, and then the accoun- 
tant said, “Wait, no, this isn’t a superhero 
title. We can’t do it.” The accountants 
cancelled that series. 

BRIAN: Yeah. I— 

TODD: You're using accountants as, 
like, suits, right? 

DOUG: Right. 

BRIAN: And that’s where part of the 
problem is, that as long as the “suits,” as 
Todd calls them, are running the show and 
just putting out more of the same thing 
that they know will sell, and the distribu- 
tors keep picking up and promoting the 
same thing that they know they can push, 
and the people who are coming into this 
industry give the publishers, who are 
already thinking along these lines, 
nothing but the stuff that they want to see. 
Nothing exceeds like success. 

DOUG: Right. And you look at the 
retailers, look at how they ordered Light- 
ning and Triumphant. Both of those 
companies put out absolutely abysmal 
lines, and yet the orders on those two 
companies are much higher than the pro- 
ducts of the black-and-white indepen- 
dents. Caliber Press, it’s highest-selling 
title is NEGATIVE BURN; it sells 
around 6,000 copies. I believe both 
Lightning and Triumphant are doing at 
least double or triple that. But compare 
the quality— there’s no reason for it. 
BRIAN: True, but then again in my area 
I’m also seeing a lot of Lightning and 
Triumphant products in salvage bins. I 


think that the marketplace eventually can’ 


even these things out— but only ifenough 
good projects are given the support that 
they deserve. 

TODD: On some level, too, we have to 
deal with the reality of the fact that the 
majority of the people want superhero 
stuff. 

BRIAN: In our world, you mean. 


TODD: Yeah. Whether that’s right or 
wrong, it just is. SANDMAN has won 80 
zillion awards and it still only sells 
70,000 to 80,000. It may not seem like it 
to you guys, but to me that’s a small 
number. SANDMAN is considered the 
biggest, best off-center book that’s out 
there. 70,000 to 80,000 in sales is not a 
very encouraging thing in the big scope of 
things, you know what I mean? A guy 
who’s selling 5,000 would take half of 
that and be happy, but what I’m saying is 
in this marketplace even the biggest of the 
best is still selling at only a fraction of it. 
Since the majority of the customers are 
those kinds of customers, then unfor- 


tunately you’re going to cater yourself to 
those customers that are basically putting 
the money in your pocket. 

Those ones that are catering to the 
independents, those guys deserve medals. 
You can almost count them on two hands, 
across the country, the guys that can 
literally make a living and say, “Shove it 
up your ass, superheroes.” They’ve been 
able to tap into something. 

I used to get stuff from DC; they used to 
spend big bucks on their marketing and 
stuff like that: “This is the average age of 
the Vertigo people, this is the average age 


‘Right or wrong, Capital 
has —” “Wrong:’ 
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of the SANDMAN people, and this is 
their college background, this is how 
many cars they own.” They had every- 
thing that you would want to know except 
the one factor that creative people also 
need, because we each make our own 
decisions of what products we want to 
do— how many of them are there? If you 
tell me there’s only four of them, I don’t 
care what their average income is, 
because even if I nail all four of them I 
still can’t make a living. They got a lot of 
information but they didn’t tell us how 
many of these buying creatures are out 
there. That’s important to know. As a 
creative person you have to sit there and 
make decisions. A: There’s not enough of 
them out there to make mea living. B: I’m 
going to have to change what I’m putting 
on paper so I can make a living. Both of 
those are viable choices— just get out or 
change. 

DOUG: Or do it anyway. 

BRIAN: That’s true. 

TODD: Yeah. 

BRIAN: Gentlemen, I hate to run but I 
really have to go. I have to go find some 
people and push copies of NEGATIVE 
BURN and SPAWN. (Laughter.) 
TODD: Do it! 

BRIAN: It’s been a pleasure. 
DARREL: Just to bring this all home, it 
seems to me that, right or wrong, Capital 
has— 

DOUG: Wrong. (Laughter.) 

DARREL: — Capital has pointed to a 
problem that really does need to be 
addressed, and ultimately the problem is 
the lack of good business sense that 
seems rampant, endemic, through all 
levels of this industry. It's not just the 
retailers, it's not just the publishers, it’s 
the distributors, too. You go into the 
stores and they're not trying to reach 
any other audience . . . I mean, how 
much money can you pull out of the pre- 
sold superhero audience? That's all they 
seem to want to do, is get more and more 
out of those same people. 

TODD: Yeah. 

DOUG: The problem . . . when we were 
talking about who is buying these things, 
it’s not really who are the customers so 
much, at least for the independents— it’s 
who are the retailers? I believe that there 
are retailers who could be selling these 
things but they do not buy any copies, and 
so their customers never see any copies to 
pick up off their shelves. 

DARREL: Right. 

DOUG: That’s a big part of the problem 
for the independents. The independents 
do need to break out into the “real world” 
where the general population would be 
more accepting of the type of material 


The Fee: “If we don’t keep reminding people, 


that they do. The problem is that they 
don’t have the cash flow of the larger 
companies. And the larger companies 
look at it as why should they spend the 
money to make the break-out? They want 
to hold back and just make money and 
wait for one of the little guys to somehow 
miraculously break out, and then they'll 


clone whatever is successful there, follow 
them and drown them out. I really think 
that’s the attitude. 

TODD: That’s pretty close. That’s pretty 
close in almost every business, really. If 
you’re not the first guy out then, you’re 
right, make a knock-off and be the second 
guy out there. But again, then we get back 


STRIKE THREE — 
PONY UP! 


by Darrel L. Boatz 


There seems to be some confusion 
about the three-strikes policy Capital 
City has come up with. So, here is my 
understanding of it, based on Capital 
City’s March 15 letter. 

First, Capital City defines a standard 
called “minimum standard of timeliness” 
where if a company maintains its produc- 
tion at or above that standard it will not 
face cancellation, resolicitation or 
returns penalties. A company’s “standard 
of timeliness” is determined by Capital 
City to be “the percentage of products 
solicited by [the company] released 
within their solicitation month plus grace 
period” (presumably an issue from a 


previous month which is overdue and 
which hasn’t been cancelled would factor 
into this somewhere). 


In other words, if you solicit ten books 
for the month of August, then you actually 
supply Capital City with nine of those 
books on the dates solicited plus 30 days 
(or 45 days for “non-core comic product,” 
whatever that means), your standard of 


timeliness for the month of August is © 


90%, not taking into account any overdue 
books from previous months which if you 
either shipped or cancelled them within 
the month of August would factor out, but 
which if neither shipped nor cancelled 
would factor in and drop you lower than 
90%. 


However, Capital City also defines a 
standard called “timeliness percentage 
standard” for which, as with the 
“minimum standard of timeliness,” no 
ratio is given to indicate what is actually 
considered a bad ratio, but which unlike 
the “minimum standard of timeliness” 
has no defined computability in any state- 
ment made in the letter, unless what they 
mean by “timeliness percentage stan- 
dard” is taken by them to be understood to 
be inherent within the “three strike” 
structure. Or else “timeliness percentage 
standard” is intended to mean the same 


thing as “standard of timeliness,” which it 
‘probably does. Whew! 

Capital City promises that the “timel- 

_iness percentage standard” will be “set at 

|. a level most [publishers] have met most 
months.” What I take this to mean is 
Capital City would study the on-time 
versus overdue productivity and cancel- 
lation rates of all their “suppliers” (as 
they refer to the publishing companies) 
with the intent of establishing backwards 
the “minimum standard of timeliness” 
ratio so that those companies which 
hadn't contributed to the problem of late 
books would not have to worry about 
getting three strikes, that the penalties 
would only fall on those companies which 
“consistently release [product] long after 
the scheduled release dates.” 

So, what about the three strikes? 
Basically, publishers get a strike any 
month they don’t satisfy the ratio, and 
they can only acquire one strike per 
month. And they can only acquire strikes 
during months in which they fall under the 
ratio in which they have product due past 
‘the grace period. If a publisher has no 
product due or overdue for a particular 
month, that publisher cannot acquire a 
strike for that month, although that 
publisher may have acquired a strike 
during the previous month; this can occur 
only if the publisher has now cancelled 
the product which drew the strike during 
the previous month, and presumably any 
strikes on a publisher shall carry through 
any month during which the publisher has 
no product due or overdue, neither 
increasing nor decreasing. Finally, any 
publisher whose productivity then rises 
back to or above the ratio shall cease to 
acquire strikes, and the strikes acquired 
shall be wiped out. 

This last I take from two sentences in 
the letter — 

“Suppliers that have three consecutive 
months in which they receive a ‘strike/ 
will be...” and — 
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to the question: What is the answer? Is 
there even an answer? The setup is that if 
you can’t promote it, and you’re going to 
big business to ask them to promote it— 
because those distributors are in big 
business— then you’re bucking against a 
system that doesn’t think in the same way 
of doing it just because you’re a nice guy. 


“The fees will continue to be imposed 
until the timeliness percentage climbs 
back to the standard.” 

T put the emphasis on “consecutive” and 
assume logically that it only applies to 
consecutive months with solicited 
product, that months without solicited 
product factor out as if they do not exist. I 
take these two sentences combined to 
mean that all strikes would be wiped from 
a publisher’s score whenever that 
publisher’s productivity rises back to the 
ratio. So, the rumors that a strike is 
permanently on a publisher’s record seem 
to me to be a complete misunderstanding. 
On the other hand, I may be completely 
misunderstanding all this stuff, so please 
don't take this to be written from a 
position of total comprehension — as the 
letter presumably was. 

So, what makes this unfair is that a 
small company which has only one title 
can only have a score of 100% or 0% in 
any given month. A company such as 
COMICS INTERVIEW, for example. We 
may put out special product from time to 
time, but in the main we have one monthly 
title, COMICS INTERVIEW magazine. 
That’s our regular bit. 


_ What also makes it unfair is that a large 


company with a lot of product coming out 
every month can, unless the ratio is set at 
100%, have any number of books late at 
any one time and still produce enough to 
satisfy the ratio — meaning that DC and 
Marvel might never get even one strike 
simply by virtue of their size. 

And that means, in terms of the problem 
the whole thing was intended to solve, it 
won't work; it’s basically the same as the 
90-day grace period in terms that the 
same problem can continue to exist under 
the three-strike policy. The problem has 
been defined as late books, but that isn’t 
really the problem. What the problem 
really is, is late books that tie up a lot of 
retailer revenue. 

And if the big boys can continue having 
late books then a lot of retailer revenue 
can continue to be tied up. 

I'll give the Capital City guys high 
marks for effort, and for addressing a 
problem that did need to be addressed, but 
this three-strike policy as they have 
constructed it is a wash. 


Capital it is going to get away with it” 


Unless there’s some kind of monetary 
fallout for them, your back’s against the 
wall. 
DOUG: The only hope I see right now for 
non-superhero material is that there are a 
lot of movie companies that are moving 
in. Full Moon Comics is being estab- 
ished. There’s Big Entertainment, which 
jis actually more of a CD-ROM company. 
he CD-ROM people are moving in, the 
movie people are moving in, and they’re 


moving in to develop properties. To 
develop a film property Hollywood 
throws around hundreds of thousands of 
dollars, on a one-page treatment which 
doesn’t give them hardly anything. 
They’re looking at comic books and 
seeing that for much less money they can 
get an entire four-issue mini-series, it’s 
plotted out and there’s a storyboard to 
it— the entire story laid out. And the 
thing is that Hollywood is not interested 
in superheroes, for the most part, because 
hey know that is not what their audiences 
ant. 
DARREL: Right. 
iDOUG: Full Moon Comics is not doing 
superheroes. They are developing film 
properties. Big Entertainment, it’s the 


“Unless there’s some kind of | 
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“Geppi would think bigger. 

He might encourage them to 

walk away from his main 
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same thing— they’re looking to develop 
properties that will go for the vast 
majority of the population. The problem 
with this, though, is that all of these 
Hollywood companies coming in want to 
own everything, so while people like me 
who like to do non-superhero projects 
maybe have more work coming in, it’s all 
work-for-hire. And, probably, the 
creator-owned non-superhero stuff is 
going to be even more squeezed out than 
it is already. 

TODD: And, guys, we don’t even got 
enough tape to talk about Hollywood. My 
experience with Hollywood from the last 
two years, and it’s pretty extensive, they 
make Marvel Comics look like Mother 
Theresa. They are the most evil people on 
the planet. Hollywood is the most evil 
place that I’ve ever seen in my life. We 
don’t even got time to talk about those 
guys. You want to talk about big business 
and sharks, Hollywood is Hell on Earth. 
DOUG: And they’re the main hope for 
non-superhero people. 

TODD: They are your hope for exposure, 
but if you were to go down that road you 
would find out that as much as you are 
dissatisfied with where you’re at, your 
peace of mind is a thousand times better 
where you're at than if you were to 
actually get into that mode. It’s an ugly 
playing field. 

DARREL: Vell, I’ve got to go. 
TODD: Who’s going to say something 
deep and meaningful? 

DOUG: I just come back to Capital City 
and this penalty: If we don’t keep remind- 
ing people that Capital City is trying to 
foist this fee upon us, Capital City is 
going to get away with it. And the other 
distributors are going to look at that and 
decide if Capital can collect that fee so 
can they, and then we’ll have a $500 fee 
from Diamond, a $500 fee from Heroes 
World, et cetera, et cetera. When you add 
up all these fees that’s really where the 
small publishers are going to get killed. — 
immediately. 

TODD: But that day will never come. 
You are counting on the one thing that will 
never happen, that the distributors will 
actually make a unified stand. That never 
will happen. 

DOUG: But they’ll see: Well, he’s 
getting the money; so can I. 

TODD: Geppi would think bigger than 
that. He would see a lot of disgruntled 
people and might actually try to 
encourage them to walk away from his 
main competitor. 

DOUG: I hope so. |S) 


READER RESPONSE NEEDED! 


Now that you’ve read this issue, and have been exposed to all these divergent points of view — how do 
you feel about what’s going on in the comics industry? Please fill out the survey below, and send it to 
COMICS INTERVIEW ROUNDTABLE, 234 Fifth Ave. Suite 301, New York, NY 10001, or fax your 
response to (706) 782-6625. Thanks very much. 


Name 


Address 
(state may be used in compiling data) 


Age Sex Race Occupation 
Where do you get your comics? (check all that apply) 

Direct retailer(s) ___ other retailer(s)__ subscriptions subscription service(s) 
(if more than one, indicate approximate percentage by title from each 


mail order other 


What comic-book fan/trade publications do you regularly read? 


How much, on average, do you spend on comics per month? 


What are your main reading/viewing interests outside of comics? 


Would you support more comics being published towards those interests? 


Which interests? 


Would you support or oppose comic books being published which would not suit your own interests? 


If you think it is possible for the comics industry to attract new readers, to break 
out and be more a part of mainstream America, how do you see that happening? 


Could that happen only by going outside the direct sales market, or could that happen via the direct sales market? 


How would the publishers, distributors and retailers have to change how they operate in order to facilitate such a change? 


Could superhero fandom coexist with a mainstream American comics readership? 


What percentage of current non-superhero comics currently being published 
(of those you are familiar with) do you think would be of interest to an audience not currently reading comics? 


3 


Name one. 


What do you think the majority of Americans are interested in from other media? 


If you were a publisher seeking to attract a mainstream American audience, what sort of comics would you publish? 


If you were a comics retailer what would you do to try and get non-comics readers into your shop? 


Would you like to see COMICS INTERVIEW do more roundtable discussions like this issue? 


Please give this to a non-comics reader and have him/her answer all questions not requiring knowledge of comics. 


comics interview 


“CLIMATE OF FEAR" 


Dear DAK; 

Thought I’d jot down a few thoughts 
concerning the stuff I was just typesetting 
for you. Since this is a “theme” issue, I’m 
going to send it along in time for inclusion 
in #134, rather than do the polite thing and 
hold it until everybody else gets to see the 
issue. 

Somewhere in the discussibn that forms 
the bulk of this issue, Brian Morris 
opines that the current distributor situa- 
tion will facilitate a kind of Darwinism, 
in which the fittest publishers will sur- 
vive. I submit that what will occur is not 
survival of the fittest, but survival of the 
fattest. 

The recent changes in distributors’ 
policies seem so perfectly suited to 
making it impossible for the little guys to 
survive, it’s almost as if they’re designed 
to eliminate all but the top half-dozen or 
so publishers, so the distributors won't 
have to deal with the riffraff anymore. 
Then they can cut down on their paper- 
work and lay off a bunch of employees. 

Did I use locutions such as “almost” 
and “as if” in that paragraph? My good- 
ness, how cautious and constrained I’ve 
become in my old age! 

Look, I have no problem with penalties 
for late-shipping product. I have no 
problem with financial penalties for it. 
We've all got to act in a professional 
manner, for the good of the industry as a 
whole. It’s just that the particular form in 
which the penalties were instituted seems 
designed to be shrugged off by the big 
late-shipping publishers, who are tying 
up mega-bucks of retailers’ operating 
funds — while imposing a devastating 
burden on the ones so tiny they couldn’t 
make a significant dent in a retailer’s 
bottom line no matter how hard they tried. 

Obviously, the policy must be changed 
— if, indeed, it is aimed at making things 
run more smoothly for all rather than 
simply at eliminating a bunch of pesky 
small suppliers that a major distributor 
might very well consider more trouble 
than they’re worth. 

I think the suggestion of gearing the 
penalty to the number of copies ordered 
makes a lot of sense. After all, the damage 
caused by late-shipping product varies in 
proportion to the amount of money it ties 
up. Why shouldn’t the penalties? 


LETTERS 


¥ 
Where I have a real problem is 1n/ y been denied an outlet, how many retailers 


imposing penalties for items cancelled fc 
lack of orders. I mean, geez, suppose 2 
guy calls me on the phone and tries to sell 
me something, and I don’t want to buy. As _ | 
annoying as I consider it for this guy to 
take away a little piece of my work day 
and break my concentration on what I’m 
doing, I don’t charge him money because 
I declined to buy from him! Having 
people try to sell me stuff I don’t want is 
just part of the cost of doing business. 
People who do business in a professional 
manner simply put up with it—they don’t 
try to chisel off of somebody whose only 
crime is to ask them if they want to buy 
something. 

In every other industry in the world, 
suppliers are allowed to cancel products 
that can’t be manufactured profitably, 
without penalty. I thought the comics 
industry was evolving toward a reason- 
able level of professionalism, but this is a 
big step backward. 

Again, this policy seems “almost as if” 
it were designed to create a climate of 
fear among small publishers, to have 
what lawyers call a “chilling effect” on 
experimental, marginally profitable 
publishing. 

Well, J find it chilling, anyway. I 
wonder how many creators have already 
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Shave already been denied a small but not- 
unwelcome extra buck or two, how many 
readers have already been denied a 
vewarding experiénce, how many poten- 


‘#2! commercial successes have already 


“died aborning— all this, because small 
publishers are afraid to solicit products 
that they aren’t absolutely sure will sell. 
These new distributor policies may 
already have aborted the next TEENAGE 
MUTANT NINJA TURTLES — or 
worse, the next BONE.. 

I have a suggestion. Suppose small 
publishers specify a minimum distributor 
order for their product, below which they 
reserve the right to cancel on the distri- 
butor, without penalty to either side. 

Seems reasonable, but of course the 
distributor might seek to levy its fines by 
withholding payment for future products. 
That’s why this plan will work best if the 
publisher happens to be located in a state 
where the distributors maintain ware- 
houses. Then, a good case can be made 
that local courts have jurisdiction; and 
since the fines are well within the range of 
small-claims court in most areas, the 
publisher could sue the distributor with- 
out too much legalistic rigmarole. 

Of course, the big questions, like anti- 
trust and restraint of trade, won’t be 


decided in small-claims court— but after 
a few instances of having personnel tied 
up in court for half a day, the distributors 
might begin to realize that they’re going 
to lose should those big questions ever 
come up. 

Now, one should never ascribe to 
malice what can be explained by incom- 
petence. Maybe the distributors aren’t 
really out to swat the small publishers 
like flies, but have adopted an impossibly 
wrong-headed and counter-productive 
policy simply because they don’t know 
any better. That’s why I want to share a 
little story with you. I’m not going to 
mention any names, and have obscured 
(without falsifying) some of the details, 
because the person the story is about is 
afraid of what the distributors will do if 
that person criticizes them too openly. 

Seems somebody I know runs a small 
line of low-circulation comics. For one of 
them, there’s been some trouble getting 
the creative work in on time, and there- 
fore it’s sometimes in danger of shipping 
late. No problem, you say— just don’t 
solicit until the work is in hand. And 
indeed, that is what my friend does. 

Unfortunately, in some of the early 
publicity for this comic, the publisher 
mentioned a frequency for it. One major 
distributor waited what it thought an 
appropriate number of months after one 
issue, then put the next issue in its catalog 
without having received a solicitation 
from the publisher! Since the artwork 
was not yet in hand, this caused con- 
siderable scrambling to get it finished in 
time — but the worst of it was that as a 
result of one distributor acting as though 
a solicitation had been received when it 
had not, the publisher had to go to press 
before getting orders from the other 
major distributor. - 

Kind of hard to set your print run under 
such circumstances, isn’t it? And it’s kind 
of hard to stay in business if you can’t set 
your print runs correctly. 

If this were mere incompetence, the 
publisher could simply have pointed out 
the error and it would have been straight- 
ened out. The distributor would have held 
the publisher to the phantom solicitation 
only if it were really interested in driving 
the publisher out of business. 

The distributor held the publisher to 
the phantom solicitation. 

You know, the way the industry is 
buzzing, I’m surprised we're not seeing 
more letters on the subject in CBG. 

Do you suppose there’s something else 
going on here? That maybe Capital City 
is secretly over-extended and on the verge 
of bankruptcy, and this is a last-ditch 
effort to squeeze out cash flow on the way 
down? I hope not! As badly as the distri- 
butors behave while there’s still a modi- 
cum of competition between them, I'd 


sure hate to see one of them achieve a 
7 i 
virtual monopoly! Don Markatein 


14836 N. 35th St. 
Phoenix, AZ 85032 


AN EXCELLENT VALUE 
Dear Fictioneer: 

Enclosed is my check for seven 
COMICS INTERVIEW SUPER SPE- 
CIALS. Thank you for creating such an 
excellent value for collectors of your 
back issues. 

Tan D. Carroll 
1306 Mayflower Drive 
Northfield, MN 55057 

Readers may recall a letter from Tim 
Spark in our last issue, and subsequent 
comments, in print, from me. 

When I said we get tremendous fan 
response to our SPECIAL EDITIONS 
and SUPER SPECIALS from folks 
interested in our back issues, I meant it. 
This is just one example of the kind of 
letters we get all the time from readers 
who want to pore over interviews with 
their favorites from the pages of 
previous issues, in search of words of 
wisdom. 

Speaking of the sheer amount of solid, 
practical advice and sometimes ‘sur- 
prising insights into the comics industry 
that have appeared here in our past 12 
years of publishing interviews with the 
pros by the pros — look for the piéce de 
resistance, coming soon to a comics shop 
near you: HOT TIPS FROM TOP 
COMICS CREATORS. (Of course, you 
can also order a copy directly form us.) 

This big trade paperback book fea- 
tures a world of inside information at 
your fingertips! Over 250 top writers, 
artists and other professionals share 
over 1,000 secrets of success: How to 
write and draw comics, tricks of the 
trade, materials and supplies — the 
works! More than that, HOT TIPS offers 
a fascinating glimpse of the creative 
process. itself and an insight into the 
lives of the comics pros and the comics 
medium. 

In short, we're proud of the book, we 
believe it’s a truly essential research 
and reference work and we think you'll 
agree that it belongs on the bookshelf of 
every serious comics student or aspiring 
creator. 

— Julia Mather 
AN OPEN LETTER TO 

BATMAN MOVIE BIGWIGS 
Editor - 

This is an open letter to the director and 
producers of BATMAN FOREVER, the 
third installment of the Dark Knight’s 
film series. I am thrilled to learn that D.A. 
Harvey Dent will be back (and played by 
Tommy Lee Jones, no less), and I am 
very grateful that Robin the Boy Wonder 
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will finally be introduced. I am intrigued 
to see who will be cast as the love 
interest, Chase Meridian, a criminologist 
who becomes obsessed with the Batman, 
and how that relationship unfolds and 
develops. I hope Michael Keaton will 
agree to play the superhero he has clearly 
made his own once more. 

But I also have a few problems I'd like 
to see resolved in a different direction 
than the one they are gravitating to. First, 
who will play Robin? I have heard all 
types of rumors, from Macauley Culkin, 
to Gary Coleman, to Chris O’Donnell. 
Theard you are looking for an unknown. If 
that is so, I urge you to please go to real 
circuses and find an authentic teenage 
aerialist. If you want an established actor, 
please consider Leonardo DiCaprio. He 
is an excellent actor. He looks to be the 
right age, and he has an uncanny 
resemblance to Bob Kane’s drawings of 
Dick Grayson. 

As for the Riddler, I really do not want 
to see Robin Williams play that part. I 
just cannot picture him as the Riddler. I 
fear he could be the wild card that will 
spoil an otherwise excellent film. I think 
the perfect actor to play Eddie Nigma is 
Micky Dolenz, who has been lobbying 
for the role. He has an insane personality 
with an edge, yet doesn’t go overboard, 
that would be perfect for the villain. He’s 
a well-known star, yet not so big that the 
audience would not see the character. He 
is perfect for the Riddler, period. Other 
good choices are Christopher Lloyd, 
Bill Murray, Charles Grodin . . . but 
Micky would be the best. Please consider 
casting him as the Riddler. 

BATMAN FOREVER, with the first 
on-screen appearance of the Dynamic 
Duo, the return of Harvey Dent, and the 
most likable (?) of all villains, is sure to 
be the biggest motion picture event of the 
century!!! Good luck! 

Lee Solomon 
2839 Marlbank Dr. 
Sterling Heights, MI 48310 

By now, Lee, you've probably heard 
that Robin will be played by Chris 
O'Donnell and (you can relax now) that 
Robin Williams is out and the Riddler 
will be played by Jim Correy, of THE 
MASK. 
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[COUNTS] Don McGregor & Craig 
#3148 FIVE | Russell on KILLRAVEN 
Origins of NEW TEEN TITANS told by 
Marv Wolfman — Howard Chaykin on 
AMERICAN FLAG — French comics by 
Neal Adams — Cover by Russell. 


#4 aS rive | startin speaks, about $! Gerry Conway & Roy $! Jim Shooter talks about $ Co-ci John O: $! THE LEGION OF 
WARLOCK, CAPTAIN s abou reators John Os- 

MALVELa DREADSTAR: bo's Dick #1355. 00 thomas sound ot on | #1455.00Secrer wars! Gary | #1555.0O tenders timtrumen | $160.00 sdperuenoce winer 

Giokino, per 1 — ftom Poste 10 scripting movies (Conan, Fire & Ice) end | Groth of COMICS JOURNAL! Scripter | on GRIMJACK! VOID INDIGO artist Val | — and DC Vice President — Paul Levitz, 

Frazetta, the last Roy G. Krenkel inter- comics — a two-fisted talk with outspoken | Steve Englehart sounds off on SILVER | Mayerik! Richard Pini & Colleen Doran | and artist Dan Jurgens — DOOM 


view — Cover by Starlin. artist Ernie Colon — porn star Kelly | SURFER and other surprises! SECRET | on A DISTANT SOIL! Great cover by | PATROL creator & original X-MEN writer 
Nichols — Don Rosa — more! WARS cover by Mike Zeck! Truman! Arnold Drake rattles skeletons at DC! 
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$5.00 Keith Sitfen on the mak- 
#1-°9.00 ing of THE OMEGA MEN 
— Steve Gerber speaks out on comics 
— X-MEN inker Terry Austin talks — 
Marvel's top man, Jim Galton, tells all — 
and much more in this premiere issue! 


Miller raps about RONIN 
#2-55,00 w Mark Evanier shares 
secrets of Kirby's NEW GODS — Steve 
Gerber asks Will Meugniot about DNA- 
GENTS — Gene Simmons of KISS on 
comics — more! Cover by Frank Miller. 


Wendy & Richard Pini [COUNTS|George Perez & Roy Artist Tod Smith — inker Mike Baron and Steve 5 
#585 .00= ‘insite ELFQUEST, part # AS3_)Thomas tell all about #755.0 Mike DeCarlo, too — #855.00 Grant discuss NEXUS, #17 COUNTS THE ELEMENTALS! #1885 00 ZOT! —_writer/artist #1985 oosttish artist Brian Bol- #2085 0 AMBUSH BUG 
1 — Stan Lee, straight from the shoul- | JLA/AVENGERS feud — inside ELF- | D'ARC TANGENT — TV star Robert | WHISPER and BADGER — Bill Griffith reator Bill Willingham: V.UV'Scott McCloud! A rap + UU land breaks the silence +UV alumnus Keith Giffen 
der — DC's Dick Giordano part 2— Ori. | QUEST, part 2— Berke Breathed blabs | Culp talks about comics — Marvel artist | talks about ZIPPY THE PINHEAD — talks about this super-group! Jerry Gran- | with original CAPTAIN MARVEL writer & | about the secret BATMAN VERSUS | and X-MEN artist Dave Cockrum — pub- 


gins of COMICO. Cover by Wendy Pini. | about BLOOM COUNTY — more! Awe- | Jack Abel OMEGA MEN cover by Smith | Richard Burton on British comics — plus denetti his years with Will Eisner! — | Golden Age great Rod Reed — HEAVY | JUDGE DREDD project he and Alan | lisher Dave Singer about the 
some cover by Perez! more! Cover by Steve Rude. Golden Age great Gaylord DuBois. | METAL artist Arthur Suydam — Marvel's | Moore have been working on! COMIC | T.H.U.N.D.E.R. AGENTS — news of the 
Cover by Bill Willingham Carol Kalish! BUYERS GUIDE's Don & Maggie-| NIGHTCRAWLER mini-series 
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GOD-SIZE ISSUE! 


[COUNTS] GOD-SIZE ISSUE 
#9]As Five |Watt Simonson, the man 
and his art — grand master Joe Kubert 
gabs — A walk down memory lane with 
comics giant Gardner Fox — much, 
much more!! THOR cover by Simonson, 


‘SOLD ] John Romita, Jr. talks 
#11Lour_J about Marvel trom IRON 
MAN to X-MEN — Doug Moench (part 
two) on his stormy career and the state 
of comics — inside Pacific Comics — 
more! X-MEN cover by Romital 


Doug Moench on his SF 
#1055.00 Serge rom Stertin to 
STAR WARS, a wacky interview with 
Steve Leialoha — Christy Marx on wom- 
en, sex and RED SONJA — more! ACE 
cover by Hernandez & Yeates, 


4985 0026, 27st, Jose Luts 

#1259.00 Garcia Lopez (TEEN $i SHATTER was created Marvel Destroys the The MYTH-ADVENTURES: Sal Buscema breaks 

TITANS, ATARI FORCE) — EC artistJack #21 $5.00 completely on computer #2255.00Frea Hembeck #2985 0 of fan favorite Phil #2485 00 long silence to talk all 

Davis — TV's Mr. Rogers — star scrip- — artist Michael Saenz tells how youcan | Universe. ..er.. .something like that — | Foglio! Artist Neil Vokes of Comico’s | about the early days at Marvel — Writer 

ter Alan Moore talks about superheroes do computer comics! Kelley Jones —on | Marvel artist Tom Yeates talks about | ROBOTECH/MACROSS — inside story | Max Collins and artist Terry Beatty talk 

— Louise Simonson — more! Marvel's MICRONAUTS! Rick Hoberg | TIMESPIRITS — and celebrated British | of Japanese comics, American style. Plus | about MS. TREE! DC’s Karen Berger on 
about drawing THE BATMAN! writer Ramsey Campbell on comics! | a conversation with Cat Yronwode! SWAMP THING. T. M. Maple, too. 
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[COUNTS] A totally awesome book- 
#25: [As FIVE] fonginimerviw with Jona 
Byrne! Collector's item bonus: 30 FULL PAGES 
OF previously unpublished FANTASTIC FOUR 
pencil art by Byrne! 


From MR. MONSTER to 
#29-$5.00 Eimic win micnot 
Gillbert—inside the Marvel Bullpen with Grateful 
Dead head Mike Higgins—part 2 of Bill 
Woolfolk's shocking expose! 


‘CHEECH & CHO} 
PAUL POWER! 


‘Alan Weiss on STEEL- 
#33-$5.00 Grip Srancev, pan 3 
—movie arist Paul Power on Lennon, 
Spielberg, Cheech & Chong—FANTASIA's 
forgotten forefather Jules Engel, animation artist! 


to: Fictioneer Books Ltd 234 Fifth Avenue 


BACK ISSUES 


Bess CRISIS 
j_TEAM TALKS! 


[COUNTS] Marv Wolfman: CRISIS 
AS FIVE] ON INFINITE EARTHS— 
syndicated artist Stan Drake—DC Heroes Role- 


Playing Game designers talk about OC secrets— 
George Perez CRISIS cover! 


Marvel's Peter David on 
#30-$5.00 seioen-wan—ven 
Strnad on DALGODA—British HEAVY METAL 
artist Angus McKle—Brent Anderson telis why 
fhe turned down X-MEN! 


TO FIGHT THE KILLER ELITE, 
YOU'D HAVE TO BE CRAZY. 
£34 


Artist. Bill Sienkiewicz 

on Miller's ELEKTRA— 
‘SWAMP THING, SUPERMAN & TV writer Mar- 
ty Pasko—Rick Bryant on ghosting X-MEN 
art—Alan Weiss, part 2—ELEKTRA cover: 


New Yor 


“ronres MANIA! 
#27 


cours 


‘man & Laird—Stan Drake, part 2—Marvel's Jo 
Dutfy on STAR WARS—Marvel & First writer 
Peter 8 Gillis—original TURTLES cover! 


[COUNTS] Frank Miller's DARK 
#31 [Mass “| knici—crestors of ne 
Original Batman: Kane, Finger, Robinson, 
Roussos having conflicting memories—TV's 


Robin, Burt Ward—Miller DARK KNIGHT cover! 


Writer/artist team Henry 
#35-$5.00 Voges ware Props on 
X-THIEVES and SOUTHERN KNIGHTS—Denny 
O'Neill, Marvel/DC writer/editor—Catalan 
publisher Bernd -Metz—more!—THIEVES & 
KNIGHTS cover! 


NY 1000 


Order any 3 for $10 — or any 5 for $15. 
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#28. $5 00 ZfAcT0". & south. 
Im DO.UU ERN KNIGHTS artist 
Jackson (Butch) Guice on Marvel's mutants— 
golden age great Bill Wootfolk on the glory days 
at DC—Bruce Patterson on CAMELOT 3000! 


5.00 SWAMP THING artist 
UU stephen Bissette and 

ilolio—SF and Golden Age Green 
Lantern writer Alfred Bester—MARMADUKE's 
Brad Anderson—SWAMP THING cover! 


Archie Goodwin on 
#36-$5.00 fhemors oe New 
UNIVERSE—DR. WHO & JUDGE DREDD writer 
Pat Mills—Americomics’ publisher/artist BIN 
Black—Marvel artist Joe Rubinstein, part 
1—more! 


#37-$5.0 G.I. JOE SPECIAL! 
* Writer/editor Larry Hama, 
TV writers Steve Gerber & Buzz Dixon on the 


comics, syndicated TV shows, and the JOE 
movie—Rubinstein, part 2 — G.I, JOE cover! 


[COUNTS] First (and last!) Look at 
LAS FIVE] Elite Comics—the King 
of comics calls “em as he sees ‘em: Jack Kirby 
on Stan Lee & Marvel—Bob Burden on FLAM- 
ING CARROT, part 2—Kirby cover! 


Suite 301 


Moebius at Marvel!— 
#45-$5.00 00%" chara’ Bruning 
‘& Bob Rozakis on DARK KNIGHT & WATCH- 
MEN, part 1—KATY KEENE’s Bill Woggon & 
Barb Rausch, part 1—lots more—Moebius 
cover! 


Order any 3 


for $10 


WOW Lays EGG! 


#38 


#38-$5 .00 Licster Steve Gerber 8 

+UY producer Gloria Katz 
on HOWARD THE DUCK movie—Larry Hama, 
part 2—BEANY & CECIL animation artist Willle 
Mto—writer J. Marc DeMat 


#49 [COUNTS] Writer/editor Steve 
AS FIVE] Riggenberg in a frank in- 
terview with Frazetta, legendary comics artist and 


fantasy painter. including rare photos, art and in- 
side info—Frazetta cover! 


#46 [COUNTS] X-MEN & GUMBY artist 
AS FIVE] Art Adams exclusive 
first interview—Pulitzer Prize-winning artist Jett 
MacNelly—Woggon & Rausch, part 2—Bruning 
‘& Rozakis, part 2—Art Adams cover! 


* X-TRAVAGANZ, 


-FACTOR « MR.&K 


#39 


#39-$5 0 XFACTOR writer & artist 
+ UU Louise & Wait Simonson 
—X-MEN editor Ann Nocenti—MR. X creator 
Dean Motter—ALPHA FLIGHT'S Dave Ross & 
WORDSMITH'S Dave Darrigo—DeMattels, part 
2 


favorite 
comics be 
BANNED 


#43-$5.00 cireoanp ancscedy 
Frank Miller, John Byrne, Steve Bissette, Carol 


Kalish, Rick Obadiah, Marvel's original founding 
attorney—more! 


#47- [POUNTS| fase borinaine- snes 

AS3 | interview with Charlie 
Brown & Snoopy creator Charles Schulz—TV 
animation artist Darrell McNeil—PLAYGIRL's 
Lynn Williams—pienty more! 


— or any 5 for $15. 


RNING 


#40-$5 00 FLAMING CARROT'S 

+UU crazed creator, Bob 
Burden, part 1—Vortex publisher Bill Marks— 
Darrigo & Ross, part 2—MOONSHADOW's J. 
Marc DeMatteis, part 3—CARROT cover! 


#44-$5.00 Comics greats Jerry 
DO.UU Siegel, Jack Kirby & Bob 
Kane pary—TV stars & comics writers Bill 
‘Mumy & Miguel Ferrer—Stan Sakai on USAGI 
YOJIMBO—Harvey Comics’ Ken Selig—more! 


-/(@Omies) 
‘INTERVIEW 


[COUNTS] The world of THE 
#49 Gate] We, tars, ot THe 
Moore bids farewell to comics—WATCHMEN 
unknown background fiom role-playing writers 
Greenberg & Winninger—more!—WATCHMEN 
cover by Gibbons! 
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#49-$5.0 MICRA special issue — 
«UU interviews with writer/let- 
terer & husband/wite team Lamar Waldron & Susan 
Barrows, artist Ted Boonthanakit — Marvel's Bob Hall 
— MICRA cover! 


#53-$5.00 (eatin vane 


‘THE'NAM — Bill lenklewiez and others talk about 
REAL WAR STORIES and the real politics of war — 
original 'NAM cover by Vansant! 


#57 [COUNTS) AIRBOY'S. Chuck Dixon on 

AS FIVE] the secret exploits of 
WINNIE THE POOH, CONAN & more — BATMAN 
artist Jory Robinson, part two — our frst interview 
with a dead man inside the Marvel Bullpen! 


Send to: 


BACK ISSUES 


REZ! Sui 


A truly totally awesome 
book-length interview 
with sorge Pera! Candid photos — unprinted art 
— inside stories — from JLA/AVENGERS to 
TITANS to WONDER WOMAN! Plus: great cover! 


#54-$5.00 wast oma 


Blackthome publisher Stave Schanes, part one — 
June Forey, the voice of Bullwinkle’s Rocky — TV 
critic Neal Gabler on Superman — more! 


#58-$5 00 X-MEN ON TV! — Stan 
UM Loe, Larry Houston & Rick 
oberg tell the inside story — Jerry Robin, final 
part — Britons McManus & MeKenzie on JUDGE 
DREDD — hot Storm cover art by Wil Meugnot! 


#51- $5.00 fins, sto. tom 
+ UU GRENDEL to the il-fated 
MAX HEADROOM comic — a special issue 
celebrating Comica’s fifth anniversary — original 
Pander Bros. GRENDEL/MAX HEADROOM cover! 


#55-$5.00 Smit on souraean 
* KNIGHTS writer Heary 
Vogel & artist Wille Poppers — Marvel's publicity 
machine Satiel & Rutt on secrets behind successes 


#59- $5.00. Yale & Mae oo tne 

: controversial cat dan 
cer, OMAHA — Marvel and DC master artist Gem 
olan — Belgiumis Alan Baran on Herge & TINTIN — 
original OMAHA cover plus more! 


New York, NY 10001 


#52-$5. 0 LONE WoLF sPectaut 
UU Frank Miller interviews 
Koike & Kojima, speaks out on censorship! Conversa~ 
tions with the First Comies crew, including publisher 
‘ick Obadiah, Original Kajima cover! 


f 


456-$5 OO Enter: EXCALIBUR! Cars 


Claremont tells why he 
didn't want to write WOLVERINE — vintage 
BATMAN artist Jery Robinson, part one — a look 
inside TSR and DUNGEONS & DRAGONS — more! 


Commies 
INTERVIEW 


#60-$5.00 wana ni Pinion the 


retum of ELFQUEST! — 
TV writer ot LASSIE, SUPERMAN, | SPY and 
more, Jackson Gillis, tells tales — Italian comics 
scene "X"-plored — plenty more to amaze & amuse! 


Fictioneer Books Ltd 234 Fifth Avenue Suite 301 


#61-$5.00 coca ca ot 


origins of Frank Miller, more — Dark Horse 
Publisher/editor on curse of BORIS THE BEAR 
— Chadwick portfolio & original CONCRETE cover! 


Cy DAVE GIBBONS 
#65 


at 


Bullpen John Buscema on drawing comics the Marvel 
way — living legend Al Willigmsen on life before 
fandom — Buscema WOLVERINE cover, more! 


ME 


AG 


WE 


#65 [as3_| titans mmo 
look back at WATCHMEN, an exhaustive examina- 
tion intended to clarify false conclusions & elucidate 
‘upon various insights & interpretations, 


: 
#66-P2ST ones te 
‘group & what makes the new JUSTICE LEAGUE 


tick — ex-editor Roy Themes on Stan Lee & the early 
days of Marvel, part one — ots more! 


#70 ee oe 
what got left out of his 
script — creator Bob Kane — Stove Englehart on 
killing Robin before the credits — vintage BATMAN. 
‘artist Dick Sprang — lots of film photos & cover! 


#69-$5.00 Pato write sn Laws 
+ UY onthe syndicated 007 strip 
~ Wile Grll from WARLORD, GREEN ARROW & 
SABLE to JAMES BOND — a visit with Dargad in, 

France — original Gell Bond cover! 


#62-$5. 00 WOLVERINE! aossot te 


Order any 3 for $10 — or any 5 for $15. 


) ge WLVER CURFER 


#64, 


{ 
q 
1S 


i Spotlight on the SILVER 
#64 $5.00 SURFER! Marvels Stan 
‘Les on the early days of Timely & surviving Wertham 
— France's Moebius on drawing comics the Marvel 
way — plus Here Comles publisher, more! 


#63-$5 QQ Avekat THE PUNISHER 
}~UU — and BADGER & 
NEXUS, plus DC's new BUTCHER, by writer Mike 
Garon — Marvel's Cart Potts & Jim Lee on THE 
PUNISHER — Dark Horse's Chris Warner — more! 


Za C's Mika Bed on defining 
#67-$5.00 The Batman through the 
decades, more, part one — CONAN in comics, Rey 
Thoma, part two — DUNGEONS & DRAGONS’ Ron 
Randall — Marvels super-heroine model, more! 


2) From Batman to 
#68-$5.00 fir tues, St 
two — Dark Horses ALIENS team talks — 
unpublished Neal Adams pencils in Rey Thomas, final 
Dart — original Mark A. Nelson ALIENS cover! 


JOHN BYRNE 


€Onmices 


#72-$5.00 4,2, ith te rar 
+ UU PUNISHER team, who put 
‘new life in the old boy — Grant, Zeck, Beatty & 
‘meinen call the shots in a special issue — with a 
Color Mika Zeck PUNISHER cover! 


#71-$5.00 fron XEN to ALPHA 
+ UU FLIGHT, frm SUPERMAN 
to AVENGERS, from SHE-HULK to BATMAN and 
‘beyond — John Byrne has cut a wide swath through 
Comics. A big interview! Original Byrne cover! 
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ALIENS VS. 
JACK’S JOKER: \ ALIENS vs. 
WHO'S SMIRKING NOW! 


* /@@Omies 
: INTERVIEW, 


LOmMICS. 
(beads 


m BIG SPIDEY SPECIAL! x Comics’ bad boy Jona! | From ALIENS VS. PRE- x A talk with TV's FLASH 
#85-$5.00 fvesapiotaruoan | #86-$5.00 Sccrrcrrwmorm | #87-$5.00 pernauensns.rre | #88-$5.00 Aki is fase 
— Todd MeFariane’s censored Spidey scene — Erik | SUPERMAN to SHE-HULK thru AVENGERS & ‘with writers Mark Verbelden and John Arcudi — Wendy movie scripter) Danny Bilson — BEETLE BAILEY's: 
Larsen on Spidey & Punisher — Stan Lee — John | NAMOR! Pius Martin Wagner of HEPCATS, John | & Richard Pini on ELFQUEST Ill — ALIENS artist } Jerry Dumas — OC's Julius Schwartz on the Silver 
Proaica, pt. 1 — more! Original Laraan cover! Preis, pt. 2 & more! Karl Story — plus Randy Sadley on Dark Horse! 


- BEAUTY AND THEBEAST i Mary Wollman on Batman [COUNTS| Howard Chaykin on BLACK a Boaz Yakin on PUNISHER 
#73 $5.00 — artist Wendy Pini on # 74 $5.00 — Matt Groening on LIFE #75 AS FIVE] Kiss, FLAGG, more — #76 $5.00 screenplay — Mare Silves- 
the set of the TV series — Bill Loubs on JONNY J  INHELL—Wiliam Stout, dean ofthe dinosaurs, pt. ] Gerry Conway on PUNISHER — Frenchand Belgian | tl on X-MEN — Bll Stout, pt. 3, Red Sonja to 
QUEST and more — comics from the French point] 1 — Stew Sitra on Batmania, Stout cover comics —Moablus on BLUEBERRY, Bil Sit, pt.2, ] Disney. Sibwstr cover. 


of view. Pini cover. from Conan to Godzilla. Chaykin cover 


: : pea ‘ #89 
comes Sees 
. INTERVIEW. EUTERVIEW 


#89-$5.00 terarariasnpoacey | #90-$5.00 iste” simai'e | #91-$5.00 forse weseuee! | #92-$5.00 Siosr, noes toes 


|COUNTS) BATMAN exec producers od Steve Rude on NEXUS. = [COUNTS] TURTLES: the Movie! a LEGENDS OF THE DARK 
#77-|xseve Michael Uslan & Ben Mel- #78 $5.0 Batman & Superman series #79-|°Ss's Inside story with screen- #80: $5.0 KNIGHT artist Ed Hannigan 
sikar — Yvonne Craig, Batgirl — Jean-Cinude | — rare and valuable unseen Batman art by Para. | writers Bobby Herbeck and Todd Langen — actress | — Tom Sutton on SQUALOR — John Cardo, from 
Mazieres on VALERIAN — Dean Motior & Mark | Byrne, Kirby Zeck, Sisacy Wrightson, Sienkiewicz, | Judith Hoag — producers Tom Gray and Simon Fis | TARZAN to BUZ SAWYER. Hannigan cover 
‘Askwith on PRISONER, more! many more! Rude cover. — Licensor Mark Freedman, more! 


Mackie is hot — Marvel 
artist Rodaay Ramas on TOXIC AVENGER — comics 
in nearby Mexico sell by the millions, Remy Basten, 
pt. 1! Ghost Rider/Toxie cover by Ramos 


Paul DeMeo — SPIDER-MAN’s John Romita Sr.— | more speak out on Comics: For Love or Money? Will] length, issue-long interview with acclaimed artist/ 
Kyle Baker — Hitchcock's storyboard artist Harold | Murray on THE DESTROYER — Riek Norwood on | publisher Neal Adams — art a-plenty — plus an 
Michanison! Neal Adams ROCKETEER cover! classic. comic strips. Hot Fabian cover! all-new CYBERRAD cover by Adamat 


RVELS INFINITY. GAUNTLET 


~ #94 


COmmcs 
“INTERVIEW, 
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‘ a c ist Sam Kieth 
[COUNTS] Todd Mefariame's hot new [COUNTS] Frank Miller on ROBOCOP a GRENDEL vs. BATMAN OO Superstar anit 
#81 [Ses] Sooenuan sees | #O2 [Seve] "ove ue ieee, | #83-$5.00 Siac, nn vogue phi fe 9.0 eae nar tne 
FLASH GORDON’ Dan Barry, pt. 1: the golden age HARD BOILED & ELEKTRA LIVES AGAIN — Archie Comics’ TEEN TURTLES — Dan Barry pt. 3: ATLES = tebe t. 4: Shah of fran to Kirk 
of comics — Game Simmons of KISS rock group on] co-creator Pir Lar on TURTLES movie & more | Frat, Stn Lax, more — McKerzie Queers Bamie | TURTLES — D ids update, more! Original 
cymes fandom, more! MeFerlam SPIDEY covert | — Dan Barry pt. 2: Micay Spllra & more! Original Mires Matt Wagner cove! noe eisai 
Miller cover! 
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Secret origins of DC's new x George Parez on Marvel's vs SECRET OF THE 00ZE Spotlight on Marvel's new 
ROBIN revealed by writer #94 $5.0 inmirveauntuer. | #95) $5.00 scripter Todd Langan talks #96-$5.00 XrORGE ina fact-packed 
Chartes Dixon and artist Tom Lyle — a chat with writer Peter David on adapting THE ROCKETEER about the TURTLES || movie — writer/artist confab with Fabian Wiclzs — SPIDEY & SAND- 


YUMMY FUR's Chester Brown — Remy Bastien pt. 2 | from movies back to comics — FLARE to SIMP- | Charles Vess on Spider-Man & more, pt. 1— from | MAN artist Charles Vass, pi. 2 — Bene Colan on 
— plus an original Lyla Batman/new Robin cover! | SONS: Tim Burgard — Bastion, pt. 3! Peraz cover! EC to early Marvel with Gene Colan, more! comics art, pt. 2! Listald X-FORCE cover 
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_ “JAI dack Kirby ex- $5, 0042 ‘Arap with TV's BIL 
# Mravaganza! Pros Namjontv SRE 
tribute to ti BIL St fet salts, Rover part 2 


hte, Mike Royer, Tom nn aes 
and, of course, the King Mane ‘Dan: an Slaton MIGHTY MOUSE more! 


par DeLancie of TREK Ne on begat - jenb ek ‘on what's LS ‘ome 
OWS artist Ken Bald —: Faget Geor kel, Wicheei Domne 
fiber ‘on SUPES, BATS movie serials, more! Tony foininger, Dennis Hoerter, non 


SUNTS | Sig BATS/SPAWN ‘STARWARS Special! 
#A2OLSRTNE Tissue! wae mera #80- $5.00 onalay 
tans talks —and talks —FrankMilleron SIN | adventures in comics, books, films — 

CITY, ROBOCOP, BATMAN — Ferd Johnson S pure degra ineal.cebetindscanee 
2 — Hot McFariane/Boonthanakit cover! at Locate == Ferd Johson pt. 3 — more! 
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#123- $5.00 ons #124- -$5.00 cae 
ze 4 
SUPERMAN ns-~spotigonTVsMODEL 


BY DAY, plus comic creator Kevin Taylor. Van Williams, more! Chen/Bolinger cover. 


DREDD! 


=/COMIES 
NTERVIEW. 


Here come Diudge! 
Selling the DREDD 
Mark Freedmanof TURTLES fame 
mics’ Jon Davidge on origins — 
Ferd Johneon of MOON MULLINS more! 


#131-$5.00 Sees #132-$5,00 9 dae 


onnewstuff, HE-HOG tocomics—, first season of TV's LOIS & CLARK, complete 
on ‘70s comics — artist Mike Kazaleh on | with storyboard art — Jeff Rovin, part 2— 
MIGHTY MOUSE —more! New JohnK. cover! | Bonus Jack Kirby checklist — more! 


234 Fifth Avenue Suite 301 
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APE USE WHAT THE PROS USE 


The fi est Art Products Available for The Comic Field! 


Book ae Pro. 
Blue Line Comic. 
Book Pagi 


Blue Lith Concept 
Sketch Pages 


Special Promotion by 
rh ae 
Le) 

Comic Book Pages $8.95 
Concept Sketch Pages $6.95 
Comic Book Layout Pages Pro $6: a 
Blue Line Sampler $7.9 
Comic Book Cover Sheets Pro $7. 3 
Comic Book Pages Pro $12.95 


hte: 


FREE PROMO SHEET: FPG’s Chris Achilleos 2: Angels 2 Amazons 


PREVIEWS Presents: Exclusive comics 
sneak-previews! 


Discover the excitement inside PREVIEWS every 
month, from detailed advance information on the 
latest coming comics and collectibles to... 
PREVIEWS Interviews, starring top creators and 
The PREVIEWS File—{ully-perforated, full- personalities in comics and beyond! 
color file cards featuring facts, figures, and 
fantastic art of your favorite heroes and villains! Full-color Gems of the Month! 
PREVIEWS Cards, featuring upcoming cards 
from a variety of publishers! 


> PREVIEWS— 


PREVIEWS Comics, featuring exclusive full- The excitement's inside a fine comics shop near you! 


color comics serials available nowhere else! WwW 
y 
PREVIEWS is just one of many local, national, and global retailer 


id 
nsi services from Diamond Comic Distributors, the industry's leading 
@ supplier of comics and related merchandise 


